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smarte St ranges of all 


If you choose Gas, you can be sure of this: years from now, your new 

automatic Gas range will still be the last word. Inside and out, it offers 

you a clean sweep of surface that’s both handsome and functional. You 

get such special Gas advantages as smokeless broiling, instant on-off heat, . 

the evenest baking in the world. And you often get delightful extra sur- Only gives 
prises. The range shown above, for example, has a barbecue meat oven in 


addition to its regular oven—a built-in griddle on the top. Add the blessings 
of automatic cooking, automatic timing—and what more could you want 
in a range? Yet the new automatic Gas ranges cost less to buy, less to use, 


less to install. AMERICAN GAS ASSOCIATION such matchless performé 


GAS—the modern fuel for automatic cooking ... refrigeration ... water-heating ... house-heating . . . air-conditioning ... clothes-drying ..+4 s 





Doris Day, star of ‘Young at 
Heart”, poses with built-ins 
from kitchen scene in movie 


A YEAR has passed since ten cities 
throughout the country began their 
Action Demonstration Programs un- 
der the direction of the Gas Indus- 
try Development Committee. Defin- 
itive results are not yet in but 
significantly all ten cities will con- 
tinue the program. A summary of 
early indications resulting from the 
planned campaigns begins on page 
2... . Another important aspect 
of the gas industry’s promotional 
efforts got underway last month 
with the official opening of this 
year’s Mrs. America contest. For a 
preview of what some of the par- 
ticipating companies are doing, turn 
to page 1]... . With Spring in 
the offing, preparations are being 
made for Section conferences. Plans 
for the annual Distribution meeting 
are announced on page 27, and a 
program outline for the first Gen- 
eral Management Section Spring 
Conference is on page 19....A 
scrutiny of Association activities and 
industry needs, particularly in rela- 
tion to PAR activity, Gas Industry 
Development and Public Informa- 
tion, is being made by the Board 
of Directors and the Executive Com- 
mittee. Basis for the study is a re- 
port by Fuller, Smith & Ross, the 
agency which has conducted a sur- 
vey among member companies. Re- 
spective committees concerned have 
been asked to consider the report 
and its implications to their work. 
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Test cites’ programs prove 


undesirable sales trends can be counteracted 


After one year of 
Action Demonstration |i 
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By HERBERT C. MENDELL 


American Gas Association 


hat have the Action Demonstration Cities proved after 

one year—to themselves and to the industry? Very 
few of the participants in the “test city” program had 
expected to be able to show much tangible results in the 
first year of operation. The fact that many of the partici- 
pants are able to report definite progress and appliance 
sales increases in the test areas is indicative that the pro- 
gram is taking the right approach towards more gas ap- 
pliance acceptance. 

What the companies involved in Action Demonstration 
Program have proved to themselves is that undesirable sales 
trends can be slowed down, stopped and even overcome. 
They have proved to themselves that proper application, or- 
ganization and the use of the right tools can produce the de- 
sired results. This includes the re-evaluation of the opera- 
tional standards in all divisions of the company. 

When the sum of the experiences of the ten demonstration 
cities are considered, substantial proof is available to the 
industry that every company can apply its efforts individually 
as well as cooperatively, to assure a continuing and dynamic 
demand for gas and gas appliances. 

The ADP companies all believe that 1955 will indicate 


more definitely the extent that existing trends can be te- 
versed to favor expansion of the use of gas and gas appli 
ances. Certainly, they will know much more of any changes 
in consumer attitudes when they re-survey their markets in 
1955. Some of the companies involved in this program have § 
already stated that they will make such a “testing’’ operation 
a continuing process to try out new ideas and methods ona 
low cost basis, before using them throughout the system. 


Trends national 


The patterns and trends that emerged from the ten local 
market surveys undertaken by the ADP members proved to 
be national in character. The sales trends and stated con 
sumer preferences and buying expectation were similar, al- 
though different by degree, in all types of areas and geo- 
graphical locations, regardless of whether a company was 
serving a premium or underpriced fuel. 

It was quite evident from these results (and other surveys 
made throughout the industry) that the type of operation 
needed was two-pronged—on a local basis in cooperation 
with dealers and manufacturers, and on a national basis with 
coordinated advertising and promotional programs. It was 
also evident that every department and company employee 
would be called upon to help in this uphill fight. 

Two major results are immediately apparent in nearly all 
of the ten “test” demonstration cities. They are (1) the 
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quick lift in sales and general working efficiency due to em- 
ployee enthusiasm and (2) a large increase in number of 
dealers who are now featuring gas appliances of top quality 
and even displaying them “‘live’’ in prominent spots on their 
sales floors. 

The other tangible results, besides those of solid sales in- 
creases compared to other parts of the system served by the 
company, are (3) a gaining of a greater proportion of the 
new housing market for a// gas appliances, (4) more effective 
advertising due to the knowledge gained from the market sur- 
veys and (5) the tremendous increase in gas appliance ad- 
vertising linage, in many cases due to the introduction of co- 
operative advertising with dealers and manufacturers. 

The intangibles, of course, are’ more difficult to judge, but 
all of the action city representatives definitely feel that the 
program has enhanced the public relations of the company 
and increased general appreciation of the modernity, cleanli- 
ness and desirability of gas as a fuel. 


Counteract declines 

One company in the Program experienced slight declines 
of appliance sales in the system throughout 1954. Its ‘Ac- 
tion” city sales, however, were above system-wide percent- 
ages on air conditioners, circulating heaters, ranges and water 
heaters, even with a sharp reduction in advertising of ap- 
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pliances sold by the company in lieu of heavier institutional 
advertising and dealer sales promotion. The remainder of the 
company effected no such changes in advertising. 

Benefits of this activity are reflected in the 176 dealer 
ranges sold during a two-month campaign early in the year 
as compared to 216 ranges sold during a slightly shorter cam- 
paign near the end of the year. One large dealer reported a 
50 percent reduction in his electric range volume, and an- 
other reported the sale of 51 gas ranges and four electric 
ranges during the last campaign. 

Some volume sales to. builders have been effected and 
others are expected as result of intensified effort in the build- 
ers market. 

Here are some figures from another company covering the 
first 11 months of 1954 for gas company sales: 

While range sales decreased 6.5 percent in the demonstra~ 
tion city, the company’s other service areas experienced a 23.8 
percent decrease. 

While gas refrigeration sales in the test city decreased 29.2 
percent, other areas had a 43.1 percent decrease. 

Gas dryer sales increased 52.5 percent in the test city, and 
decreased 3.5 percent elsewhere. 

Water heater sales increased 25.8 percent in the test city 
against a 16.8 percent decrease in other areas. 

Incinerator. sales increased 239 percent in the demonstra- 
tion city against a 11.6 percent decrease elsewhere. 





SAVANNAH, GA. 


C. B. Reinschmidt, vice-president, 
South Atlantic Gas Co., Savannah, 
heads his company’s ADP program 


Originally, six special campaigns had been planned fy 
1954, but an extra dryer campaign was added due to th 
tremendous success of the first one. 

Based on the results obtained in the ADP city, this com. 
pany has already started to include similar activities in othe, 
areas served. 

Dealers generally were not pushing gas appliance sales jg 
the test city prior to 1954 and consequently sales for 1953 
are not available. During 1954, with the exception of pas 
refrigerators, campaigns conducted in their behalf were 
highly successful. Dedler gas unit sales for 11 months in 1954 
were 2.3 times company unit sales. 

One prominent national sales outlet wrote: ‘“This is a note 
to let you know how much we appreciate the promotions on 
gas appliances this year, and hope you continue them in 1955, 
The promotion has really changed the ratio from electric to 
gas, especially in dryers and ranges. 

“We also appreciate your home service calls. They are a 
great help in keeping our customers sold.” 

Another company reported demonstration city 1954 sales 
breakdowns well ahead of 1953, while the system generally 
has given evidence of declines: 


Company Sales Test City 


FORT WAYNE, IND. 
J. C. Sackman, general sales man- 
ager, directs ADP activities for 
Northern Indiana Public Service 


Floor sales up 25.5% 
New Construction sales up 269.2% 
Quantity sales up 11.5% 
Builders, architects and plumbers up 7.7% 


SPRINGFIELD, MASS. 


In the Berkshires, the ADP man is 
R. M. Brigham, assistant vice-pres- 


The average increase up 44.2% 


Major Dealers Sales Test City 


Ranges up 12.6% 
Water Heaters* up 13.0% 


Dryers* up 300.7% 
Househeating* down 10.1%} 


Refrigerators* up 7.4% 
* 11 months. 
+ This company has nearly 100% gas heating saturation. 

In still another company, dealer water heater sales for a 
two month promotion in 1954 were 86 percent above 1953. 
The cost to the company per dealer unit sold in this promo- 
tion was near $8.75. 

Appliance sales in one more city have shown gratifying 


ident, Springfield Gas Light Co. increases. When results are compared between the demonstta- 


tion city and three other system cities of similar size which 
are being used as controls, the results strongly favor the 
former: 


COMPARISON OF COMPANY APPLIANCE SALES, 1954 and 1953 


(In Dollar Volume Per Residential Meter) 
First 11 months of the year 
Action City 1954 1953 Loss or Gain 1954 
Action City $8.96 $8.20 $+ .76 or + 9% 
Control City #1 6.71 7.03 .32 or — 5% 
Control City #2 3.69 6.26 —2.57 or —41% 
Control City #3 3.51 6.02 2.51 or —42% 


The action city’s sales were generally up 9 percent over 
1953, while the average sales for the other comparable cities 
were down 24 percent. 

An idea of the differences in individual appliances can be 
seen from the following: 


LANSING, MICH. 


ADP activities are run by C. A. 
Mulligan, vice-president, Con- 
sumers Power Co., Battle Creek 


COMPARISON OF COMPANY UNIT SALES, 1954-1953 


Per Residential Meter 

Ranges Refrigerators Water Heaters 
Action City +64 % —20% +29 % 
Control City #1 +38 % —34% — 0.04% 
Control City #2 —35 % —9I7% Same 
Control City #3 — 0.9% —65% —52 % 
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There have been very definite gains in up-grading of gas 
iances. One ADP member reports a 160 percent increase 
in CP and fully automatic gas range sales over 1953. In an- 
other test area, top quality gas ranges were sold for the first 
- time—amazing the dealers. The dealers in this city are now 

S 1n other -.. : ‘ Ahi ; 
enthusiastically cooperating with the utility in planning an 

all-out campaign this coming spring. 


this com. 


€ Sales jp - : ; : 
é lowing figures are for 1954 in still another action 
for 1953 a aes ie . ABILENE, TEXAS 
city. 
# a Bis QUALITY TYPE OF RANGES SOLD BY COMPANY © & Sate, ae see 
a ’ - 
were Non-CP 0% tion agent for Lone Star Gas Co. 


s in 1954 cP 100% 


, QUALITY TYPE OF RANGES SOLD BY DEALERS 
> IS a Note Non-CP 38.1% 
Otions on cP 61.9% 


1 in 1955, An action company in the southwest has successfully up- 


electric to J} graded the sales of heating equipment. The sales in vented 
wall furnaces increased more than any other type of space 
hey are a heating equipment in 1954, along with a substantial increase 


in forced warm air furnaces. 

954 sales 
generally (§ Increase dealers 

A good idea of the type of results achieved thus far by one 


t City company in its test area is shown by the change in the number 


25.5% of dealers displaying gas appliances. Two years ago there * bY ALTOONA, PENN. 

69.2% were only four such dealers; today there are approximately © «= eee _ = — Sut, tay br 
ge 135, of which 55 display two or more types. — : Sateied- ni HF “pittsburgh 
44.2% Cooperative advertising with dealers is being tried by the 

City same company as a demonstration city project. The result has 

12.6% been more gas advertising appearing in the action city, with 

13.0% the gas utility spending the same amount in its advertising 

ca budget. 

ra In 1953 the company spent 68¢ for every dollar’s worth 


of gas advertising that appeared in the area (this includes 
all media advertising inserted by manufacturers, dealers, 
etc.). In 1954 the gas company itself spent only 41¢ for 
every dollar's worth of gas advertising that was seen or heard. 

Another city has experienced fine cooperation with manu- 
facturers, who are using the city for experimentation of their 
own: 


les fora 
ve 1953, 
iS promo- ALBUQUERQUE, N. M. 


Allen Schrodt, sales coordinator, 


zratifying Southern Union Gas Co., Dallas, 
mons 1. A gas refrigerator campaign resulted in a sales increase proves ADP works in Albuquerque 
ze wh of 70 percent over last year. No dealers had previously sold 
wor ae Servels in this area. The manufacturer set up a distributor 


and eight dealers who did all the advertising. Each dealer had 
to buy at least three Servel refrigerators. The gas company 
delivered and installed the units free-of-charge, and also 
underwrote the financing terms at three years to pay (gas 
Gein 1981 company guaranteed first 20 percent and the bank handled 
or + 9% the remainder). 
or — 5% 2. A leading range manufacturer induced four regular 
- = dealers and two bottled gas dealers to join it and the gas util- 
ity in sponsoring the Dionne Lucas TV show. The dealers 
ent Over paid 50 percent of the bill, and the gas company and the 


id 1953 


ble cities manufacturer 25 percent each. A he PASADENA, CALIF. 
be 3. Another range manufacturer promoted automatic ranges ae i> £§. pee ot tie age —_ 
>5 can H : aS : : - ge — ern California Gas Co., leads Ac- 
c At during a special range promotion with successful re- iae Ginnaen. ts Ses GO Sie 
sults. 
3 4. A water heater manufacturer conducted a dealer display 


program that had a very good reaction in increased sales. 
er Heaters (Continued on page 20) 





29 . Other Action Demonstration Representatives are W. D. Williams, vice-presi- 
- 0.04 dent, New Jersey Natural Gas Co., in Cape May County, N. J., and E. C. Deane, 
Same vice-president, Central Electric & Gas Co., in Lincoln, Nebraska. Their photo- 
52 % &taphs were not available for publication. 
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BUREAU OF STATISTICS 


American Gas Association 


ane sales of gas heating equipment 
could reach more than 314 million 
units during 1955 assuming maximum 
economic promotional effort and prod- 
uct design improvement. For the period 
1955-1959, the potential aggregates 20.6 
million units. 

These potentials compare with actual 
sales of 2.9 million in 1953 and 2.7 
million units in 1954. For the five years 
ending with 1954 total actual unit sales 
were 15.1 million. 

If the industry maintains the same rate 
of promotional activity as is currently 
effective, and continues the current pace 
of product improvement on heating 
equipment, sales during 1955 will aggre- 
gate 2.8 million units, and a total of 
14.4 million during the five-year period. 
Yearly average potentials for the five 
years generally exceed estimates for 1955 
alone because, during the latter part of 
the period, a substantial number of units 
purchased in the initial post-war years 
will arrive at an age where they become 
eligible for replacement. 

More detailed data regarding poten- 
tials are shown below for each of three 
principal categories separately. (Floor 
and wall furnaces are shown separately 


in this study, but were combined with 
central heating in last year’s analysis. ) 

Throughout this study potentials are 
defined as the maximum achievable sales 
volume assuming that industry-wide pro- 
motional effort and product design im- 
provement are gradually increased up to, 
but not beyond, the point at which 
further increases would be uneconomic 
when related to the incremental sales 
thereby achieved. 


Alternatives stated 


All potentials are based upon a con- 
tinuation of 1954 levels of consumer 
disposable incomes, but a brief statement 
is also included for each type of equip- 
ment indicating the effect of various al- 
ternative economic assumptions upon the 
potentials. The potentials, as well as 
anticipated sales if promotional and 
product design efforts remain at current 
levels, have been developed separately 
for four areas of the country and are 
shown, for each type of heating equip- 
ment, in the last section of the analysis. 

In some areas of the country limita- 
tions on the connection of new heating 
customers still exist because of inade- 
quate peak day gas supplies. Potentials 
computed without reference to such ar- 
tificial limitations would be of little 


practical value, and modifications to re- 
flect this situation have been introduced 
in this particular study. It is anticipated 
that gas heating restrictions will con- 
tinue to be lifted, as in recent years, as 
construction of new pipeline facilities 
and the development of underground 
storage fields makes needed gas avail- 
able. 

Potential sales of central heating units 
during 1955 aggregate 960,000; if no 
improvements in promotional effort and 
product design are effective during the 
year sales will total 880,000. This rela- 
tively small differential reflects the al- 
ready high degree of acceptance of gas 
heating and the probability that in- 
creased effort (for this particular appli- 
ance) would have a comparatively minor 
effect upon installations. 

However, it may still be advantageous 
for utilities to emphasize gas central 
heating in their promotional and ad- 
vertising programs as it has been well 
documented that the installation of gas 
heating is instrumental in ensuring the 
retention of a high saturation for other 
gas-consuming appliances. 

During the five years 1955-1959 total 
potential sales of central heating equip- 
ment will equal 4.75 million units; it is 
estimated that sales will aggregate 4.13 
million if promotional effort and prod- 
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uct development remain at current levels. 

The potentials outlined above repre- 
sent only a modest increase from histor- 
ical sales during recent years, as pointed 
out in the accompanying table. The mar- 
ket for central heating equipment as a 
teplacement of competitive fuels, repre- 
senting one-third of the total central 
heating market, is constantly diminishing 
for two reasons. So many former non- 
gas units have already been converted to 
gas that the total number of homes still 
eligible for such installations has de- 
dined and the number of conversions 
will accordingly decline. 

Secondly, many of the remaining eli- 
gible homes are concentrated in areas 
temote from gas producing fields (i.e. 
New England, the New York metropoli- 
tan area, and the Pacific Northwest). In 
these localities the competitive fuel, price 
pattern is less advantageous to gas than 
in regions where the large bulk of con- 
versions occurred in the early post-war 
years, 

As a compensating feature to the re- 
duction in eligible conversions, it is 
probable that new housing during the 
temainder of this decade will exceed an 
annual average of one million units per 
year and will then begin to increase to 
nearly 114 million units per year by the 
middle of the next decade. 
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A decline in consumer incomes of ten 
percent during 1955 and 20 percent (on 
the average) during the five-year period 
would reduce gas central heating equip- 
ment potentials by slightly less than 15 
percent during the first year and by 
nearly 30 percent during the period. Al- 
ternatively, a five percent increase in in- 
comes during 1955 and a ten percent 
advance during 1955-1959 would ex- 
pand the potentials by five percent and 
ten percent. 


New housing leads 


During the five-year period the po- 
tential installations in new housing will 
exceed installations for replacement of 
equipment using competitive fuels by a 
small margin. The new housing market 
will represent approximately 35 percent 
of the total potential for gas central 
heating. This increasing importance of 
new housing makes apparent the need 
for some liberalization of utility gas 
main extension policies. Companies which 
pursue a restrictive policy in this regard 
will find themselves faced with a steadily 
diminishing market within their nar- 
rowly limited service area. 

It is possible, of course, that some sub- 
stantial acceleration of replacements of 
both gas and competitive appliances 


Maxium promotional 

and design effort could result 

in heating equipment sales 

of 20 million units in five years 


could be accomplished by unanticipated 
improvements in product design or per- 
formance. Such a development, particu- 
larly if it offered an efficient heating and 
airconditioning system at more competi- 
tive prices than currently available equip- 
ment, would convince people that exist- 
ing appliances should be replaced earlier 
than previously planned. 

The market for replacements of gas- 
fired equipment remains at high levels 
largely because of the apparent need for 
substantial replacements of gas conver- 
sion burners. Many of these were in- 
stalled in the early post-war years to be 
used with older heating equipment and 
boilers; significant quantities of this 
older equipment will soon require re- 
placement, and gas-designed units will 
undoubtedly capture a substantial por- 
tion of this market. 

Potential sales of floor and wall fur- 
naces during 1955 are 575,000 units, 
and for the five-year period terminating 
in 1959 they aggregate 3.15 million 
units. If sales and development efforts of 
the utility and appliance industries re- 
main at current levels it is anticipated 
that sales during 1955 will total 475,- 
000, and will be 2.53 million units for 


_ the five years. 


The relatively greater improvement 
achievable in floor and wall furnace sales 











SALES OF HEATING EQUIPMENT BY REGION 


(IN THOUSANDS OF UNITS) 





Northeast North Central South West Total 
CENTRAL HEATING 
Potentials— 
1955 280 430 80 170 960 
1955 to 1959 1,315 2,010 405 1,020 4,750 
If no improvements are made in product design 
and promotional efforts, sales will be— 
1955 260 395 70 155 880 
1955 to 1959 1,140 1,745 350 890 4,125 
FLOOR AND WALL FURNACES 
Potentials— 
1955 25 70 250 230 575 
1955 to 1959 125 350 1,280 1,395 3,150 
if no improvements are made in product design 
and promotional efforts, sales will be— 
1955 15 55 210 195 475 
1955 to 1959 85 260 1,045 1,135 2,525 
SPACE HEATING 
Potentials— 
1955 135 290 945 355 1,725 
1955 to 1959 960 2,090 6,830 2,845 12,725 
If no improvements are made in product design 
and promotional efforts, sales will be— 
1955 115 250 800 285 1,450 
1955 to 1959 590 1,265 4,175 1,695 7,725 
Northeast: Connecticut, Maine, Massachusetts, New Hampshire, New Jersey, New York, Pennsylvania, Rhode Island, Vermont. 
North Central: Illinois, Indiana, lowa, Kansas, Michigan, Minnesota, Missouri, Nebraska, North Dakota, Ohio, South Dakota, Wisconsin. 


South: Alabama, Arkansas, Delaware, District of Columbia, Florida, Georgia, Kentucky, Louisiana, Maryland, Mississippi, North Carolina, Oklahoma, South 
Carolina, Tennessee, Texas, Virginia, West Virginia. 
West: Arizona, California, Colorado, Idaho, Montana, Nevada, New Mexico, Oregon, Utah, Washington, Wyoming. 





as a result of greater effort, as contrasted 
to that evident for central heating equip- 
ment, reflects the distinct probability that 
more units can be installed in each 
dwelling than currently, by emphasizing 
the comfort obtainable from using addi- 
tional units. The magnitude of this po- 
tential market is indicated in the table 
under the caption “Additional Units in 
Existing Homes’’. 

The potential for 1955 exceeds recent 
single-year shipments by approximately 
ten percent, while the five-year potential 
is 25 percent higher than actual sales 
during recent comparable periods of 
time. This historical improvement is at- 
tributable partially to the ever-increasing 
trend toward floor and wall equipment 
in the southern and western parts of the 
country, combined with the rapid rate 
of population and housing growth in 
those areas. 

A decline in consumer incomes of ten 
percent during 1955, and 20 percent (on 


the average) during 1955-1959, would 
reduce floor and wall furnace potentials 
by 15 percent during the first year and 
slightly less than 30 percent during the 
entire period. On the other hand, a five 
percent increase in incomes during 1955 
and a ten percent advance in the entire 
period would enlarge the potentials by 
between five and ten percent. 

Because of the relative recency of 
widespread acceptance of floor and wall 
units, and the fact that most units in use 
are of relatively recent vintage, the new 
housing market continues to represent 
the preponderance of the potential for 
such equipment, amounting to more than 
60 percent of the total. If the trend 
toward central heating equipment does 
not accelerate greatly in the near future 
(and this could be influenced by the de- 
velopment of reasonably priced com- 
bination heating and air-conditioning 
equipment, either gas or electric), the 
potentials for floor and wall furnaces 


will be even brighter during the next 
decade. 

This will be based on increases in new 
housing activity during that period, and 
because the large volume of units sold 
in the immediate post-war years will be- 
come eligible for replacement. On the 
other hand, the number of dwellings 
currently heated with space heaters, and 
thereby representing a potential market 
for the installation of improved heating 
methods such as floor and wall furnaces, 
will have declined. 

Potential sales of gas space heaters 
will aggregate 1.7 million during 1955, 
and 12.7 million during the five-year 
period commencing with that yeat. 
On the other hand, if the current level 
of promotional effort and product design 
continues, sales during the forthcoming 
year will be 1.45 million and during the 
five-year period will be equal to 7.7 mil- 
lion units. 

The principal area causing the sub- 
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gantial differential in these two five- 

totals is the replacements of existing 
gas space heating units. The present 
average age at time of replacement will 
exude from replacement prior to 1960 
virtually all space heaters sold in the 
initial post-war years. On the other hand, 
if an acceleration of this replacement 
rate can be effectuated, by better design 
and promotion efforts, and if more em- 
phasis is placed upon the need for vent- 
ing (with replacements thereby being 
stimulated), a substantial number of 
these initial post-war units will be re- 
placed, thereby increasing sales. Such 
increases would, however, be largely 
concentrated in the latter years of the 
period. 

Potential sales during 1955 exceed 
estimated 1954 actual sales by about one- 
third, while the five-year totals are 
nearly 50 percent larger than sales dur- 
ing recent comparable periods. 


Allow for decline 


A decline in consumer incomes of ten 
percent during 1955 and 20 percent (on 
the average) during 1955-1959 would 
reduce gas space heater potentials by 
slightly more than 15 percent during the 
first year and by slightly more than one- 
third during the entire period. On the 
other hand, if a five percent increase oc- 
curred during 1955 and a ten percent 
advance during the entire period it 
would inflate the potentials by between 
five and ten percent. 

Reflecting the continued trend toward 
floor and wall furnaces and central heat- 
ing equipment in new housing, the pre- 
ponderance of the potential for space 
heaters is concentrated in the replace- 
ment market and in the installation of 
additional units in homes already using 
space heaters. During the five-year pe- 
tiod only one unit in eight will be in- 
stalled in a new dwelling. While this 
trend has serious implications for the 
longer term future of space heating, it is 
anticipated that potential sales will re- 
main high for at least ten years because 
of the need for replacement of a major 
part of the post-war sales of space heat- 
ing equipment with similar new units. 

For the first time an attempt has been 
made to segregate the potentials for 
heating equipment between four princi- 
pal areas of the country. This detail is 
shown in the following table, with the 
appended note indicating the states in- 
dluded in each region. 
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FLOOR AND WALL FURNACES—SALES 
(IN THOUSANDS OF UNITS) 




















Replacement Replacement Additional 
New of Gas of Competitive Units in 
Housing Equipment Equipment Existing Homes Total 
Potentials— 
1955 350 75 75 75 575 
1955 to 1959 1,925 350 450 425 3,150 
If no improvements are made in 
product design and promotional 
efforts, sales will be— 
1955 300 75 75 25 475 
1955 to 1959 1,625 325 400 175 2,525 
Actual sales— 
1954 (est.) 500 
1953 505 
1950 to 1954 (est.) 2,479 
1949 to 1953 2,352 
CENTRAL HEATING EQUIPMENT—SALES 
(IN THOUSANDS OF UNITS) 
Replacement Replacement 
New of Gas of Competitive 
Housing Equipment Equipment Total 
Potentials— 
1955 340 295 325 960 
1955 to 1959 1,600 1,650 1,500 4,750 
If no improvements are made in 
product design and promotional 
efforts, sales will be— 
1955 320 260 300 880 
1955 to 1959 1,400 1,450 1,275 4125 
Actual sales— 
1954 (est.) 927 
1953 799 
1950 to 1954 (est.) 4,113 
1949 to 1953 3,846 
SPACE HEATERS—SALES 
(IN THOUSANDS OF UNITS) 
Replacement Replacement Additional 
New of Gas of Competitive Units in 
Housing Equipment Equipment Existing Homes Total 
Potentials— 
1955 275 500 575 375 1,725 
1955 to 1959 1,550 6,000 3,175 2,000 12,725 
If no improvements are made in 
product design and promotional 
efforts, sales will be— 
1955 250 275 550 375 1,450 
1955 to 1959 1,200 2,225 2,425 1,875 7,725 
Actual sales— 
1954 (est.) 1,250 
1953 1,600 
1950 to 1954 (est.) 8,480 
1949 to 1953 8,671 
9 





irectors honor 





H. Carl Wolf 















H. Carl Wolf, retiring A. G. A. managing director, and Mrs. Wolf accept color TV set 
and $1,000 bond as token of esteem from A. G. A. directors. Presentation was made by 
F. M. Banks, A. G. A. president, during dinner for Mr. Wolf, who continues as consultant 


he Board of Directors of the American 

Gas Association on January 25th ten- 
dered a testimonial dinner to H. Carl 
Wolf, who resigned recently as the man- 
aging director of the Association be- 
cause of illness. The dinner at the Hotel 
Biltmore, according to F. M. Banks, 
president of A. G. A., and president, 
Southern California Gas Co., was “in 
a small measure a token of the esteem 
and appreciation for the great service 
beyond the appointed duties of his of- 
fice which Carl Wolf has rendered to 
the entire gas industry.” 

“Because he gave so much of himself, 
the whole gas industry, as well as the 
American Gas Association made tre- 
mendous advances during the nine years 
of Mr. Wolf's leadership,” Mr. Banks 
declared. ‘We are fortunate that we may 
sti benefit from his experience and 
wisdom through having him as a con- 
sultant. We deeply regret that the ne- 
cessity to preserve his own health pre- 
vents the Association and the industry 
from enjoying the full measure of leader- 
ship he has given us in the past.” 

Mr. Wolf was elected managing di- 
rector of A. G. A. in October, 1945. He 
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was president of the Atlanta Gas Light 
Company, and had served as president of 
Mobile Gas Service Corporation and 
Florida Public Utilities Company. 

As its managing director Mr. Wolf 
played an important part in the develop- 
ment of the American Gas Association 
and the notable expansion of its serv- 
ices to its members and to the gas in- 
dustry. During his leadership a closer 
unity has been achieved between all 
segments of the industry. He initiated 
meetings with regional and state associa- 
tions for discussion of mutual problems 
and programs. 

He encouraged the adoption of in- 
tensive programs of public safety and 
accident prevention. He was largely re- 
sponsible for the continued acceptance 
and expansion of the gas industry’s 
Promotion, Advertising and Research 
(PAR) Program. Now in its tenth suc- 
cessful year this great industry effort has 
developed from voluntary contributions 
of about $1,400,000 in its first year to 
about $2,350,000 in 1954. 

Mr. Wolf initiated and directed an 
efficient program for streamlining func- 
tions of A. G. A. With the tremendous 














increase of the importance of the nat. 
ural gas branch of the industry, separate 
Manufactured and Natural Gas Depatt- 
ments were eliminated. Activities car. 
ried on by these departments were in. 
tegrated into operations of different 
sections of the Association with no dis. 
ruption or loss of service to the members, 

A General Management Section was 
organized to bring unity and better As. 
sociation representation to many gen- 
eral committees of A. G. A. The by-laws 
and constitution of the Association were 
revised under Mr. Wolf's direction to 
bring them in line with the present day 
Association operations and activities. 

Mr. Wolf also took a major role in 
the formulation, presentation and adop- 
tion by a major part of the industry of 
the Gas Industry Development Program 
which is doing so much today to promote 
greater public acceptance of gas appli- 
ances in markets throughout the U.S. 

It was a point of personal interest to 
Mr. Wolf that all members of the 
A. G. A. staff become fully aware of the 
functions and services carried on by the 
Association. He organized and person- 
ally addressed meetings of junior staff 
members where these activities were 
fully explained. 

After receiving bachelor, master and 
professional degrees in electrical engi 
neering from the University of Illinois, 
Mr. Wolf entered the utilities field with 
the Illinois Commerce Commission. Later 
he became manager of the Edwards- 
ville, Ill, Water Company. He served 
as a captain of engineers in France in 
World War I, then returned to civilian 
life as chief engineer for the Public Serv- 
ice Commission of Maryland. 

He served as assistant to the president 
of the Central Public Service Corp., be 
came vice-president of Consolidated 
Electric & Gas Co., and then was elected 
president of the Central Indiana Gas 
Company and its associated companies. 

He was a director of A. G. A. from 
1941 to 1945, and in 1942 was chait 
man of the A. G. A. National Advertis 


(Continued on page 43) 
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Begin search for new “Mrs. America” 








Entrants at right are 
typical of response expected as 
1955 campaign starts 


pm by state, 
town by 


a PAR activity 

town, the more 
than 80 gas companies in the Mrs. 
America promotion this year have 
mapped out their campaign plans and 
ate launching their local contests in a 
seatch for the homemaker best suited to 
represent them in their state finals. State 
winners will compete in the national fi- 
nals in Florida in May. 

Nationally, this year’s contest was 
given an official kick-off at a press party 
held January 26 at the St. Moritz Hotel 
in New York by American Gas Associa- 
tion and the sponsoring gas appliance 
manufacturers—Gas Appliance Manu- 
facturers’ Association’s domestic range 
division, the John Wood Co., Robert- 
shaw-Fulton Controls Co., Whirlpool 
Corp., and Servel. 

Representatives of all the newspaper 
syndicates, radio and television people, 
the gas industry trade press, and re- 
porters for the New York newspapers 
came to the press party to meet the cur- 
rent Mrs. America—Mrs. Wanda Jen- 
nings of St. Louis—and to hear the an- 
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nouncement of plans for the coming 
contest. 

Armed in many cases with experience 
gained from running a Mrs. America 
contest last year, the participating gas 
companies are expanding their plans for 
this year’s promotion. They are distrib- 
uting application blanks by the thou- 
sands, scheduling newspaper advertising 
to rouse interest and entries for the con- 
test, and planning gala finals in local 
hotels, theaters, or their home service 
auditoriums. 

Washington Gas Light Co., which 
last year ran an excellent contest pro- 
motion with the cooperation of the local 
television station, is again using tele- 
vision to focus attention on its finals. 
The gas company auditorium will be 
the scene of the finals on April 16, with 
a remote television pick-up in the Dis- 
trict of Columbia. Television segments 
of the semi-finals and finals will be 
simulcast over NBC facilities for broader 
coverage through radio, according to 
Robert H. Lewis, advertising manager, 
who is directing the capital’s contest. 

The California finals, with four com- 






















panies in the state backing the contest, 
will be a gala affair in the Coconut 
Grove of the Ambassador Hotel, Los 
Angeles, from one to three the after- 
noons of April 19 and 20. 

Southern Union Gas Company, which 
is conducting the New Mexico contest 
and collaborating on the Texas contest 
with United Gas Corp., has worked out 
detailed plans for all its divisions and 
towns that take the promotion into every 
corner of its territory. 

“As you see,” says Allen Schrodt, 
sales coordinator, in sending in a copy 
of the company’s contest manual, “we 
are going to carry this thing to every 
hamlet and village in the belief that it 
will pay off in better public relations for 
Southern Union and the gas industry.” 

The manual is a complete how-to- 
do-it book on the Southern Union con- 
test, adapted from the “Mrs. America 
How-to-do-it Manual” sent out to all 
participating gas companies by A. G. A. 
and with local information added. 

In the book, Southern Union gives its 
offices a suggested timetable that begins 
with contacting possible judges back in 
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‘nsell Hillyer, South Atlantic Gas 
\ is sponsor of the Mrs. Amer- 
| promotion, acting for A. G. A. 
‘motional Planning Committee 


@ The Mrs. America contest in 
this second year of gas industry 
participation has developed into 
a really big promotion, gaining 
in both size and prestige. 

By this time in the current con- 
test gas companies all over the 
country, from New York to Cali- 
fornia, representing well over 10 
million gas meters, have em- 
barked on the first stages of the 
search for the nation’s most rep- 
resentative all-round homemaker. 
And in all cases, these local con- 
tests will generate a great deal 
of good will and publicity for 
the gas companies involved. 

The winners in the 40 states 


where the contests are being run 
by A. G. A. and its members will 
gather in Florida in May for the 
national finals. Newsreel, news- 
paper, radio, and television pub- 
licity accruing from this event 
will go out all over the nation, 
and will identify the gas indus- 
try and automatic gas appli- 
ances with modern homemaking. 

The Mrs. America contest may 
well become the gas industry's 
most important promotion. 

Some industrywide shoulder- 
to-shoulder effort, and a new 
Mrs. America who will be as ex- 
cellent a “gas salesman” as the 
current titleholder, and the con- 


test will continue on its upward 
path, bringing in greater and 
greater benefits for the gas in. 
dustry. 

Judging from the 4,000 appii- 
cation blanks that have come in 
to the Mrs. America headquar- 
ters at A. G. A. alone, interest 
in the contest has grown tre- 
mendously this year, indicating 
an extremely favorable reaction 
to the gas industry’s revamped 
Mrs. America contest. 

If your company has not yet 
signed up for the Mrs. America 
contest, it’s still not too late to 
get in—and cash in—on this big 
gas industry promotion. 


4 
} 
q 
i 
'] 


December and follows through on each 
step of the promotion up through home- 
coming arrangements in the event one 
of their candidates arrives home after 
the national finals in May as Mrs. 
America of 1956. 

The New Mexico state finals at Al- 
buquerque will see four candidates vying 
for the state title. They will be Mrs. Al- 
buquerque, Mrs. Northwestern New 
Mexico, Mrs. Northeastern New Mex- 
ico, and Mrs. Southeastern New Mex- 
ico, the last three will have come up 
through area eliminations after having 
won a title in their home towns. 

At the Texas finals Mrs. Port Arthur, 
Mrs. Galveston, Mrs. Austin, Mrs. El 
Paso, Mrs. West Texas, and the finalists 
from United's territory will compete for 
the chance to go to the national finals. 


Offers club awards 


Southern Union is enlisting the sup- 
port of clubs and other organizations for 
the contest by promising $50 to a club if 
the member they sponsor wins the local 
title of Mrs. Hometown. A tentative 
newspaper advertising schedule, in some 
cases tied in with appliance promotions, 
runs from January through mid-March. 

In New York State, The Brooklyn 
Union Gas Company is planning a bang- 
up promotion featuring a ‘‘Battle of the 
Boroughs” between Brooklyn and 
Queens, in which boroughs its proper- 
ties lie. The company is enlisting the 
support of two newspapers, the Brook- 
lyn Eagle and the Long Island Press, to 
take sides in the competition and lead 
the offensive. 


Mrs. Brooklyn and Mrs. Queens both 
will appear in the state finals with the 
candidates selected by the upstate gas 
companies—Rochester Gas & Electric 
Corporation and Binghamton Gas 
Works—that are participating. 

“Titles will be passed out right from 
the opening clatter of pots and pans in 
Brooklyn and Queens,” promises Alan 
Smith, who is guiding Brooklyn Union’s 
contest plans. 

The company plans to stay in the 
background as much as possible, during 
the contest’s early stages, working 
through women’s clubs, church groups, 
and other organizations, to make the af- 
fair a community project. Wherever 
possible, the first eliminations will be 
held under the supervision of the local 
group, although individual applications 
will be scrutinized by Brooklyn Union’s 
home service section under the direction 
of Home Service Director Ruth B. Soule, 
Mr. Smith explained. 

Then such contestants as Mrs. P.T.A. 
of School 196 and Mrs. First Presby- 
terian Church of Jamaica will be pitted 
against one another in the next elimina- 
tion. 

The New York State finals will be 
held at the Paramount, Brooklyn's 
largest motion picture theater, which 
seats about six thousand. Arrangements 
are being made to have the finals tele- 
cast over WPIX. The theater will take 
part in the promotion by offering entry 
blanks and putting up lobby displays. 

To spur interest in the contest, Brook- 
lyn Union has arranged a tie-in on a 
$40,000 home to be awarded as a grand 
prize by the Catholic War Veterans at 


the annual Long Island Home Show. 
The gas company will equip the home, 
christened the “Mrs. America Blue 
Flame Home,” with all gas appliances 
from gas air conditioning to a gas in- 
cinerator and gas laundry. Entries for 
the Mrs. America contest will be solic- 
ited from the 250,000 persons expected 
to visit the model home. The contest 
will also share in any publicity the house 
receives. 

The three Pittsburgh companies— 
Peoples, Equitable, and Manufacturers 
Light & Heat—have laid out plans for 
a contest featuring 45 kick-off ads, a 
civic approach, and 40 separate contests 
leading up to a Western Pennsylvania 
finals at Soldiers and Sailors Memorial 
Hall, with a seating capacity of 2,500, 
according to Carroll Miller, Jr., of Man- 
ufacturers. 


Stress dealer tie-in 


Ads will urge Pittsburgh women to 
get an entry blank from any nearby “Reg- 
istered Gas Appliance Dealer”. Comple- 
menting the newspaper ads, the gas 
companies will sponsor a series of 20- 
second and one-minute radio spot an- 
nouncements plugging for entries. On 
television, “Kay's Kitchen,” a_high- 
rated program sponsored by the gas com- 
panies, will carry the ball. 

The Pittsburgh companies are laying 
great stress on the dealer tie-in, and 
plan to award prizes for the dealer as 
well as for the contestant. 

“I am confident,” says G. M. Smith, 
Equitable’s manager of dealer coopera- 

(Continued on page 20) 
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Prepared by A.G.A. Bureau of Statistics 


— of 170,700 automatic gas 
water heaters during December were 
20.3 percent higher than in the same 
month of last year. Shipments for the year 
totaled 2,285,000 units, up 4.7 percent 
over 1953 and representing the second 


_ best year in the history of this industry. 


December gas range shipments of 
143,200 units were 6.5 percent greater 
than shipments made a year ago and 
helped push total annual gas range ship- 
ments over the two million mark for the 
eighth consecutive year. Gas range ship- 
ments for the year 1954 aggregated 
2,017,200 units, down 7.6 percent when 
compared to 1953 shipments. Electric 
range and water heater shipments, for 
the first 11 months of 1954, were off 
5.7 percent and up 0.5 percent, respec- 
tively. 

Shipments of gas-fired central heating 
equipment continued to show substantial 
increases. December shipments of all 
types of gas-fired central heating equip- 
ment totaled 67,400 units, up 49.8 per- 
cent over the same month last year. 
Housing starts during December were 
38.3 percent more numerous than last 
year. For the 12 months ending Decem- 
ber 31, 1954, total gas-fired central heat- 
ing equipment shipments were 967,000 
units, up 21.1 percent over 1953 ship- 
ments. 

Estimated shipments of 200,800 gas 
driers for the first eleven months of 
1954 represented a 42.6 percent gain 
over the 140,800 units shipped during 
the comparable period a year ago. Ship- 
ments of electric driers during this same 
period were 558,700 units, up 22.5 
percent over the previous year. In 1954 
there were 2.8 electric driers shipped for 
each gas drier, an improvement over 
1953 when the ratio of electric drier to 
gas drier shipments was 3.2 during the 
first eleven months of the year. 

Appliance data relate to manufactur- 
ers’ shipments of the entire industry 
compiled by the Gas Appliance Manu- 
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SALES OF GAS AND ELECTRIC 


RESIDENTIAL APPLIANCES DURING DECEMBER 
(WITH PERCENT CHANGES FROM THE CORRESPONDING PERIOD OF THE PRIOR YEAR.) 


November — 


January through December 





Units 


Percent 
Changes 


Units 


Percent 
Changes 


Percent 


Units Changes 





RANGES 
Gas 143,200 
Electric 
WATER HEATERS 
Gas 
Electric 
GAS HEATING 
Furnaces 


Boilers 3,900 


Conversion Burners 7,700 


n.a. Not available. 


+ 6.5 


+20.3 


+66.6 
+25.8 
= 63 


170,500 
90,700 


+ 76 
442.4 


+15.5 
+22.8 


179,100 
57,100 


71,700 
7,000 
16,000 


+66.4 
+22.8 
+ 26 


2,017,200 — 76 


2,285,000 + 47 


670,300 
73,800 
222,900 


+30.5 
+ 25 
+ 46 


SHIPMENTS OF GAS AND ELECTRIC DRIERS 


Eleven Months Ending November 1954 
Eleven Months Ending November 1953 


Percent Change 
Calendar Year, 1953 


Gas 


Ratio of Electric 
Electric to Gas 





200,800 
140,800 

+42.6 
160,000 


558,700 2.8 
456,000 3.2 
+22.5 

535,000 3.3 


GAS SALES TO ULTIMATE CONSUMERS BY UTILITIES AND PIPELINES 
(MILLIONS OF THERMS) 


November 
All types of gas 
Natural gas 
Other gases 


Twelve Months Ending November 30 


All types of gas 
Natural gas 
Other gases 


1954 


Percent 


1953 





5,307.0 
5,035.3 
271.7 


60,329.3 
57,081.3 
3,248.0 


4,835.9 
4,589.8 
246.1 


56,154.2 

52,945.8 
3,208.4 

Index of Total Gas Utility Sales (1947-1949 — 100) 195.7 


PERTINENT BUSINESS INDICATORS, NOVEMBER AND DECEMBER, 1954 
(WITH PERCENT CHANGES FROM CORRESPONDING PERIOD OF THE PRIOR YEAR.) 


Industrial activity (1947-1949 — 100) 
Consumer prices (1947-1949 — 100) 
Housing starts, Non-farm (thousands) 
New private construction expenditures 


($million) 


“1954 


December 


130 
n.a. 


91.0 


2,202 


Construction cost index (1947-1949 — 100) 142.2 


n.a. Not available. 
r Revised. 


Association. 


— Percent 
1953. Change 
1246 + 3.2 
n.a. n.a. 


65.8 +383 


1,917 
135.5 


+149 
+ 49 


November Percent 


Change 


0.0 
he 
+26.4 


+13.0 
+ 53 


2,347r 
142.0r 


facturers’ Industry-wide 
electric appliance statistics are based on 
data compiled by the National Electric 
Manufacturers’ Association and are re- 
printed by GAMA in their releases. 


Industrial production as measured by 
the Federal Reserve Index continued its 
upward movement. In December the in- 
dex was 130, up 3.2 percent from a year 

(Continued on page 43) 





A significant, objective efficiency study of two 


water heating fuels by a large metropolitan utility 


Gas vs oil in water heating 





By A. L. CARROLL 


Consolidated Edison Company of 
New York, Inc. 


here will be little argument with the 

statement that gas water heating is a 
desirable load for a gas utility company. 
However, from the consumer's point of 
view the comparative economies of se- 
curing hot water from a gas fired auto- 
matic water heater as compared with 
other methods is a more complex ques- 
tion. 

This cost will, of course, be influenced 
by the comparative cost of the various 
fuels available in a given area and the 
life and cost of the equipment required 
to utilize the fuel. However, if fuel ra- 
tios are known, the comparative fuel 
costs can be readily determined. 

One of the most direct issues involved 
in this question is the comparative cost 
of supplying domestic hot water through 
an automatic gas water heater in com- 
parison with the use of an immersion 
coil in an oil-fired hot water or steam 
heating boiler, commonly known as a 
“summer-winter hookup.” 

There are many difficulties awaiting 
any one addressing himself to this some- 
what controversial question. However, 
we in Consolidated Edison have made a 
fairly comprehensive investigation in 
this area and believe we have some sig- 
nificant information. 

The results of the study might be 
summarized as follows: 


1. There may be wide variations in 
the fuel use of individual families for 
domestic hot water supply, whether the 
fuel be gas or oil. 

2. The mean fuel ratio between oil 


in an immersion unit for the production 
of year round hot water as compared 
with gas in a separate automatic water 
heater is as follows: 


1,000 cubic feet of 1,055 Btu nat- 
ural gas equals 16.5 gallons of No. 
2 fuel oil. 

1 gallon of fuel oil equals 60.5 cu- 
bic feet of 1,055 Btu natural gas. 


3. Heating domestic hot water by gas 
is competitive with oil in our particular 
territory at the present time where the 
average cost of natural gas for this pur- 
pose is approximately $2.15 per MCF 
and No. 2 fuel oil is selling for 1344 
cents per gallon. 


Actually, there were three objectives 
in the study we undertook: 


(a) comparative fuel cost of gas to 
oil; 

(b) market potential of gas water 
heating in our territory; and 

(c) effect on revenue of adding the 
water heating load. 


Obviously the first and primary objec- 
tive was to determine the fuel oil use by 
a representative group of customers for 
hot water heating on an incremental 
basis over and above the oil required for 
space heating; and to obtain the gas use 
in an automatic water heater over and 
above the gas required for cooking by 
a representative and comparable group. 

This is based on the premise that the 
market we are approaching is repre- 
sented by the customer who is using or 
planning to use gas for cooking only and 
oil for space heating and domestic hot 
water. He is being asked therefore to 
make the choice of adding the gas water 
heating load to the cooking load and 


dropping off the fuel oil required over 
and above that required for space heat. 
ing. 

Certain inherent advantages may be 
claimed for an automatic gas water 
heater over operation of an oil burner 
for domestic hot water, but a considera- 
tion of these factors is not included in 
this report. 

In considering what might be a prac- 
tical and valid method, it is recognized 
that there are a number of variables, 
some of which are measureable and some 
not. Some are common to both gas and 
oil, such as the following: 


1. Living habits (meals eaten out, 
laundry done at home or sent out, etc.) 

2. Number of bathrooms. 

3. Number of adults. 

4. Number of children. 

5. Size of house, influencing the 
length of piping runs. 


There are also certain variables relat- 
ing primarily to an automatic gas water 
heater, such as size of water heater, type 
of heater (instantaneous or storage), 
and other variables affecting primarily 
the fuel use in an oil burning heating in- 
stallation. These are (1) size and type 
of heating plant, (2) presence or ab- 
sence of storage tank and size. 

It is believed therefore that it would 
be fallacious to use any one of the above 
factors as a basis for making a com- 
parison. 

A further important consideration is 
that information as to the exact amount 
of domestic hot water use is not ordi- 
narily available, and if it were, the in- 
formation would not be comparable un- 
less the average water temperature was 
the same. 
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Similarly, a comparison based on the 
size of the family alone (commonly 
done) would not be comparable because 
two families of the same size might vary 
widely in relation to the other factors 
named above. 

For example, ‘one family might have 
all laundry done outside whereas the 
other might do all laundry at home. One 
family might live in a house with three 
bathrooms whereas the other family 
might have one bathroom. One family 
might have a very large, adequate water 
heater with hot water on tap at all times 
in unlimited amounts; whereas, in the 
other case, a very small heater might 
supply a very limited amount of water, 


(b) forty customers using gas for 
cooking only ; 

(c) forty customers using gas for 
cooking and water heating (from which 
the gas required for water heating alone 
could be derived by reference to (b). 


In order to select three representative 
and comparable groups of customers, it 
was decided to make a selection on the 
basis of four variables which are factual 
and which could be numerically coded, 
namely: (a) rooms, (b) baths, (c) 
adults and (d) children. 

After a considerable amount of survey 
and sampling, we were finally able to 
put together three groups of customers 
considered to be representative and com- 





Relationship of Fuel Oil vs. Natural Gas 
Requirements for Domestic Water Heating in Single Family 
. Residences in Westchester County 


Based on the experience of 


40 Residences procuring hot water from an immersion i 
Coil in Oil-fired Space Heating Boilers 2 


4 Resicences using gas for Cooking and Automatic 


Gas-fired hot water heaters 


@ Residences using gas for Cooking only 


Technical Services Division - Westchester 


Consolidated Edison Co. 


in which case hot water would be used 
much more sparingly and “spread 
around”, 

Consequently, it is believed that a 
solution to this problem can be found 
only by a comparison of the experience 
of representative groups of families in 
which a significant number of these vari- 
ables which are measurable have ap- 
proximately the same total influence, 
namely : 


(a) forty customers using an im- 
Mersion coil in an oil-fired space heating 
boiler for domestic hot water ; 
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parable. Considering that there were 
four variables, the four groups are quite 
comparable, as the following table indi- 
cates; and the variations which do exist 
favor oil slightly: 


AVERAGE OF EACH GROUP 








Group Rooms Baths Adults Children 
Oil 6.4 1.5 2.5 1.5 
Gas Cooking 

Only 7.2 18 2.7 1.4 
Gas Cooking 

and Water 

Heating 6.7 1.6 2.6 144 


Another consideration in our minds, 


based on experience gained in previous 
studies, was that confidence may be 
placed in a relatively. small sample of 
data if it is verified and comparable. 

The oil data was by far the most dif- 
ficult to obtain and evaluate. However, 
after reviewing and investigating a con- 
siderably greater number than this, we 
were finally able to secure data for 40 
homes, which was both reliable and com- 
plete, and also comparable with the two 
gas groups. 

In each of these cases an individual 
analysis was made of fuel oil use. During 
the non-heating months, the fuel oil 
used for hot water was determined from 
the delivery dates and gallons. The av- 


Gas to oil replacement factor 
obtained in Westchester study 
shows mean equivalent fuel 
usage is 1,000 cubic feet of 
gas equals 16.5 gallons of oil 


erage daily use during the winter months 
to produce hot water over and above the 
space heating requirements was calcu- 
lated as one-half the average daily non- 
heating use. This was the relationship 
found in the previous study on oil vs. 
gas for space heating. (For further de- 
tails see A.S.M.E. Report 52-SA-21, pub- 
lished A. G. A. Monthly, July-August, 
1954, page 19.) 

To determine the gas use for domestic 
hot water, we “subtracted” the experi- 
ence of the 40 customers using gas for 
cooking only from the experience of the 
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Chart above shows annual fuel oil use for hot water heating in 40 West- 
chester residences in which domestic hot water was supplied from oil- 
fired space heating unit. Usage in each home is plotted individually 


Top curve in chart above shows gas use for cooking and water heating; 
lower curve represents use for cooking only. Difference between these 
two curves represents net gas use for water heating in Westchester study 


WET USE OF GAS FOR GATER HEATING in 40 HOUSES 
1m MESTONESTER COUNTY 


CER IVED FeCw am ANALYSIS OF THE CAS USE Uh 
MUSES, OF HICH USED CAT FOR 
GATER HEATING AxC COOKING AND 40 OF GHIOH 
USED GAS FOR CODING Om y 
This curve represents ci fference teteven 
he too cur owen ‘@ 


Net use of gas for water heating in 40 Westchester homes as derived from 
a study of gas use in 80 houses, 40 of which used gas for water heating 
and cooking and 40 of which used gas for cooking only. (See center chart) 


40 customers using gas for cooking and 
water heating to determine the net gas 
use for water heating. 

The aspects of this investigation cover. 
ing market analysis and possible influ. 
ence on revenue are believed to be be. 
yond the scope of this meeting and have 
therefore been excluded, except for a 
few facts which might prove of interest, 

The source of information for the 
market analysis was a carefully selected 
sample from the natural gas conversion 
records, which was checked against 
known references to insure a representa- 
tive sample. From this we found that 
there were: 27,040 homes in the area 
using gas for cooking only and obtaining 
space heating and domestic hot water 
from oil. Another 4,800 homes in the 
area were using gas for cooking only 
and obtaining space heating and domes- 
tic hot water from coal. 


Area selected 


All of these homes are single family 
detached homes in Westchester County, 
a suburban area immediately north of 
New York City with a population of ap- 
proximately 600,000. In this area, there 
were at the time of this study approxi- 
mately 60,000 single family detached 
dwellings. Of these, approximately 20,- 
000 were heated by gas. 

The results and conclusions of general 
interest are shown in the accompanying 
charts. 

A very careful individual check was 
made of each one of these homes and I 
personally visited a representative num- 
ber of homes where gas was being used 
for cooking and water heating, because 
the use figures were lower than some of 
my associates expected them to be. In 
every one of these instances, I found the 
facts to be valid; that is, as represented. 
Another reason for the personal inspec- 
tion was to make certain that the homes 
chosen represented a fair cross section 
of income levels, which I found to be 
the case. 

I wish to acknowledge the assistance 
of my associates in the Technical Serv- 
ices Division. The critical judgment and 
suggestions of the System Engineering 
Department, Sales Technical Bureau, 
Rate Engineering Bureau and Mechani- 
cal Engineering Department also proved 
most helpful. Acknowledgment is also 
made of the assistance of the Drafting 
and Records Bureau, and the personal 
labors of H. A. Gebhardt, who did a 
large part of the work. 
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Builders tour model homes 







































“peene home builders came to Los 
Angeles for a first-hand view of the 
building methods and merchandising ac- 
tivities of the Southern California me- 
tropolis’ leading home builders. 

During the two-day “Operation Build- 
ers Tour”, the visitors not only saw the 
latest in promotional displays and model 
homes but were also made aware of mod- 
ern gas appliance installations. Built-in 
gas appliances in particular provided a 
powerful antidote to competition. 

In all, 33 prominent home builders 
from San Francisco, Oakland, Sacra- 
mento, San Jose, San Diego and San 
Lorenzo made the tour as guests of the 
Home Builders Institute of Los Angeles. 
Co-sponsoring the project were Southern 
California Gas Co., Southern Counties 
Gas Co., gas appliance manufacturers 
and building materials companies. The 
Pacific Coast Gas Association gave its 
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support to the promotion and Pat Nich- 
olson, A. G. A. Hollywood Bureau rep- 
resentative, also participated. 

The visiting builders spent a busy 
two days. On the morning of the first 
the group visited the new Hilton Hotel 
in Beverly Hills; toured a gas range 
manufacturing plant, the Western Holly 
in Culver City; and -had lunch at the 
Farmers’ Market. 


Full schedule 


During the afternoon they viewed a 
model home in Westchester, inspected a 
development at Grandview Hollypark 
and saw a group of completely furnished 
model homes. 

On the second day the builders were 
briefed on the merchandising and pro- 
motion plans of the Buena Park de- 
velopment and visited three other groups 





Gas utilities and appliance manufacturers join with Home Builders Institute to 
show other Californians how Los Angeles builders merchandise, promote homes 


of model homes. These included the 
La Mirada Woods, Parkwood La Mi- 
rada and Sun Gold developments. 

The tour wound up at Coachella Val- 
ley Farms with the inspection of a 
Barker Bros. furnished model 214-acre 
farm. 

According to spokesmen for the Home 
Builders Institute, the outstanding con- 
tribution to the success of the project was 
the repeated demonstration of benefits 
to be derived by the entire industry 
through planned cooperation and col- 
laboration between builders, public util- 
ities and home furnishers. 

For the gas utilities and gas appli- 
ance manufacturers, the venture proved 
to be an effective way of bringing home 
to builders modernity of gas appliances 
and the sales stimulation resulting from 
their use as part of a merchandising 


package. 
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Prepared by 
A. G. A. Personnel Committee 


Edited by W. T. Simmons 


Assistant to the Personnel Manager 
Philadelphia Electric Company 


@ Writing contest helps company prestige 
—Public relations people are keenly aware 
of the prestige value of articles written by 
technically qualified employees. But it is 
hard to uncover good stories and com- 
petent authors. 

Dravo Corp., Pittsburgh, sponsors an an- 
nual “Technical Papers Competition” and 
gives $1,200 in prizes. Qualifying material 
must be (1) related to Dravo’s operations, 
(2) presented in such a way as to increase 
company prestige, (3) actually authored by 
the writer. 

Dravo's advertising department gives as- 
sistance all the way from helping to develop 
the original idea to corresponding with 
editors. It also provides writing assistance, 
photographs, slanting, editing, selection of 
media. 


@ What about “Moonlighting’—“Moon- 
lighting” is the term used to describe after- 
hours employment taken by employees to 
supplement their income. There seems to be 
an increased tendency by employees to take 
these extra jobs on evenings, weekends, or 
both. This practice is apt to be more wide- 
spread than many employers realize, since 
a supervisor may be unaware of it until 
he runs across one of his employees work- 
ing after hours in a filling station, restau- 
rant, or even for a competitor. However, 
some employees may be considered in a 
different category, for example, those who 
pursue a profitable hobby or who manage 
to get paid for doing something they would 
do anyway on a volunteer or amateur basis. 

In some cases, having a definite rule 
against moonlighting can create consider- 
able unpleasantness and poor morale, as 
employees resent having their outside activi- 
ties questioned. Many employers have taken 
no formal action to forbid or discourage 
this outside employment. They prefer to 
deal with each individual case as it comes 
up. 

The consensus is that, if they discover an 
employee's work is suffering because he is 
holding two jobs, (1) the employee’s su- 
pervisor will discuss it with him, (2) if that 
does no good, the supervisor will call in the 
industrial relations department; and (3) as 
a last resort, the employee is’ discharged if 
he persists in doing outside work that is 
interfering with his regular job. 


@ Wooing job applicants—Don’t make the 
mistake of expecting fringe benefit pro- 
grams or even a high wage scale to be the 
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most important factors in leading job ap- 
plicants to your door. These are the impli- 
cations of an important new study entitled 
“Hiring Practices and Labor Competition” 
published by the Industrial Relations Sec- 
tion of Princeton University. 

These conclusions resulted from a study 
of the impact of the new U.S. Steel Fairless 
plant in Morrisville, Pa., on the wage 
scales and personnel policies of 80 firms 
in the area. Factors that attracted the 
most—and the best—recruits were (1) the 
companies’ need for new employees, and 
(2) personal relationships in the plant. In 
other words, if your company really needs 
additional workers, and your employees 
know about it, they'll be the most effec- 
tive agency for enticing job applicants. 
Relative wage scales and fringe benefits be- 
come of more importance to employees only 
after they work for you for a few years. 


@ Military service not equivalent to on- 
the-job training—When a union contract 
provides that promotions to higher-job clas- 
sifications depend on time on the job, em- 
ployees who enter the armed forces before 
completing such training cannot count the 
time in military service toward the pro- 
motion requirement (Lee v. Union Pacific 
Railroad). All the reemployment law guar- 
antees the returning veteran, ruled a U. S. 
District Court, is the job he had on enter- 
ing service, not a job he might have re- 
ceived if he had stayed at home. 


@ How to Improve Your Executive Per- 
formance—An article by Lester R. Bittel in 
the December, 1954 issue of Factory Man- 
agement and Maintenance presents several 
stimulating ideas to increase your personal 
effectiveness. He makes common-sense 
statements displaying some important char- 
acteristics of the employee known as an “‘ex- 
ecutive”. 

The executive should be a harsh judge of 
his abilities with a knowledge of his ca- 
pabilities and limitations. He should quit 
dashing around putting out fires. He should 
quit wearing those six hats and begin dele- 
gating responsibilities to others. Several 
other improvements are described in the 
article and concern the following: avoid 
crisis decisions; distinguish big from little 
problems; rely on others for counsel and 
advice; use good communications; set up 
guides for handling human relations prob- 
lems; develop concentration; take some 
action more slowly; and don't cultivate 
ulcers by expecting to be completely right 
all the time. 


@ NLRBB rulings—No circulation of altered 
sample ballots—The NLRB rules that it 
will set aside any election in which a sam- 
ple ballot is circulated unless the same 
ballot is completely unaltered in form and 
content (Tube Reducing Corp.). 











500 percent raise in union initiation fee 
not excessive—An increase in union initiag- 
tion fee from $5 to $25 during the term of 
a “modified union-security contract” is not 
a Taft Act violation under existing policy, 
NLRB General Counsel Bott holds in an 
administrative decision. 

Under past decisions, the test of whether 
a union initiation fee is excessive appears 
to be somewhat elastic. Among factors con- 
sidered have been the relation of the fee to 
the beginning wage of employees in the 
shop, and the percentage of increase. Thus, 
in a case where the average beginning 
wage was $36 per week, a uniform initia- 
tion fee of $50 was held not excessive. In 
another instance, where employees were 
earning less than $1.25 an hour, a 500 per- 
cent increase (from $3 to $15) was ap- 
proved, and an increase of 800 percent 
(from $3 to $25) for those earning more 
was held not to be excessive or discrim- 
inatory “under the circumstances”. 

The law provides, in Section 8 (b)(5), 
that it shall be an unfair labor practice for 
a union to require of employees covered by 
an approved union-security clause, as a 
condition to becoming union members, pay- 
ment “of a fee in an amount which the 
Board finds excessive or discriminatory un- 
der all the circumstances”, 

Under this provision of the law and the 
cases cited by the general counsel, the fee 
increase in the present case ‘“‘cannot be said 
to be excessive”, and since there is neither 
claim nor proof of discrimination “‘issu- 
ance of an 8 (b)(5) complaint is not war- 
ranted”. 

In this case, involving an engineering and 
research company and a local of AFL Ma- 
chinists, the average beginning wage of 
employees is $46 per week. The increase 
in initiation fee is 500 percent ($5 to $25), 
which brings it within the precedents. 

The contract under which the parties are 
operating is their second two-year agree- 
ment. The union-security clause has a 60- 
day waiting period. During negotiation of 
this clause, a management spokesman asked 
if the union would agree to specify in the 
contract the amount of its initiation fee. 
The union representative replied that the 
union would not be “unreasonable” and 
that it always was “fair”. He mentioned a 
fee of $7.50 or $10 in this connection, and 
the employer negotiator “inferred from 
this that any change in fee would be rea- 
sonable, dropped his request to specify the 
amount of the fee in the contract, and the 
agreement was executed.” The contract be- 
came effective in August, 1953. 

In January, 1954, the union notified the 
company of the fee raise from $5 to $25. 
In describing the facts of the case, the gen- 
eral counsel’s digest says: 
(Continued on page 44) 
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Set Spring 


Management 


Conference 








anger development will be the 
theme of the first Spring Confer- 
ence sponsored by the General Man- 
agement Section of the American Gas 
Association, according to Larry Sho- 
maker, vice-president, Northern Nat- 
ural Gas Co., section chairman. The con- 
ference will be held March 21-23 at 
the Hotel Netherland Plaza in Cincin- 
nati. 

General Sessions will be held each of 
the three mornings. The committee on 
arrangements under W. B. Tippy, Com- 
monwealth Services Inc., has assembled 
an imposing group of speakers from 
within and outside the industry. They 
will present subjects in the seven fields— 
accident prevention, purchasing and 
stores, rates, economics, corporate secre- 
taties, competitive services and insur- 
ance. 

William Paton, University of Michi- 
gan, will talk on “Economic Incentives 
in a Regulated Gas Industry’, at the 
Monday session. F. M. Banks, president 
of A. G. A., and president, Southern 
Glifornia Gas Co., will address the 
Tuesday general session. A panel headed 
by Dean Richard Donham, Northwest- 
etn University, will discuss economic 
Phases of gas industry management. 
Panel members include: William Caples, 
vice-president, Inland Steel; A. W. Con- 
over, president, Equitable Gas Co.; and 
F. H. Kirkpatrick, assistant to the vice- 
president, Wheeling Steel Company. 

At the general session on Wednesday, 
Dr. Robben Fleming, University of II- 
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Chairman W. L. 
“Larry” Shomaker is 
Northern Natural Gas 
Company vice-president 







Guest speaker Dr. J. R. : 
Dunning, Columbia engi- 

neering dean, pioneered 

in U. S. atomic work 


linois, will present ‘Management Re- 
sponsibilities in the Area of Labor Re- 
lations”. John Hines, vice-president, 
Equitable Life Assurance Society of 
America, will speak on the economic im- 
plications of extending fringe benefits. 

Luncheon meetings will be held on 
Monday and Wednesday. On Monday 
the feature is a “get-together” gathering 
with no speaker. Dr. John R. Dunning, 
Columbia University, will be the guest 
speaker on Wednesday. He has played 
a key role in America’s atomic energy 
program. 

Afternoon sessions will be devoted to 
individual programs of seven commit- 
tees. Leo Nuhfer, Peoples Natural Gas 
Co., Pittsburgh, will preside at meetings 
sponsored by the Accident Prevention 
Committee. Earl H. Eacker, president, 
Boston Consolidated Gas Co., and im- 
mediate past president of A. G. A., will 
speak at this committee’s luncheon meet- 
ing Tuesday. The program will include 
a panel on accident prevention with rep- 
resentatives from the insurance, person- 
nel and purchasing and stores commit- 
tees. 

Subjects to be presented at the Pur- 
chasing and Stores Committee’s meetings 
include centralization, small purchases, 
material testing, stock control, selection 
and training of personnel, package stand- 
ardization, and handling of materials. 
Subcommittee chairmen presenting re- 
ports and papers include: John F. Quig- 
ley, Arnold Altenhofen, Cecil O. Hlis, 
H. D. Dusinberre, John C. Sims, Wilton 





W. B. Tippy, in charge 
of arrangements, is ex- 
ecutive vice-president, 
Commonwealth Services 


L. Brown, T. S. Dunstan, and Carl H. 
zur Nieden. The program was arranged 
by R. I. Highgate, committee chairman, 
assisted by E. F. Hawkesworth. 

Tom H. Wheat, Transcontinental Gas 
Pipe Line Corp., has arranged a timely 
program for the Corporate Secretaries 
meeting. Homer A. Severne, vice-presi- 
dent, John Hancock Life Insurance Co., 
will speak on public utility financing by 
insurance companies. Philip West, vice- 
president, New York Stock Exchange, 
will explain the part the Exchange plays 
in financing today’s business. I. I. Gar- 
descue, Washington consultant, will re- 
view regulation trends of the Federal 
Power Commission. 

Other speakers include George K. Mc- 
Kenzie, vice-president and secretary, The 
Flintcote Co., who will discuss rela- 
tionships between corporate secretaries 
and the Securities and Exchange Com- 
mission. John Childs, vice-president, Ir- 
ving Trust Co., and a panel of financial 
advisors and analysts will analyze annual 
reports. 

The Rate Committee and the Com- 
mittee on Competitive Services will hold 
a joint luncheon meeting moderated by 
George A. Morgan, The Peoples Gas 
Light and Coke Co., Chicago, and John 
R. Gardner, Central Hudson Gas & 
Electric Corp., respective chairmen. Wal- 
ter J. Herrman, Southern California Gas 
Co., will speak on accelerated processing 
of rate cases. Charles A. Ashby, Stone & 

(Continued on page 43) 
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Action demonstration 





(Continued from page 5) 


During the 1954 Old Stove Round-Up another of the 
companies involved in ADP offered dealers a cooperative 
advertising plan which provided for the payment of 25 per- 
cent of the dealer’s costs on any ads run during the promo- 
tion. As a result, 17 dealers participated in a special news- 
paper section and during the month of September newspaper 
advertising space devoted to ranges and water heaters totaled 
2,514 inches for gas and 202 inches for electric. This com- 
pares to the previous month’s 1,163 inches for gas and 1,108 
inches for electric. 

Still another company, also experimenting with cooperative 
advertising, offers liberal allowances to any dealers who will 
conduct special gas appliance promotions in the test area. In 
the first quarter there were three range promotions made un- 
der this plan. During the second quarter there were six such 
range promotions and three water heater promotions. In the 
third quarter there were three range and five dryer promo- 
tions. 

An interesting sidelight to these promotions is that the gas 
company’s share of advertising cost per appliance sold declined 
steadily throughout the year, indicating more efficient selling 
and better use of advertising media. In all of these special 
promotions the gas company further cooperated with free 
display material and free use of home service girls. The com- 
pany itself also advertised heavily, while coordinating the 
dealer promotions with its own merchandising operations. 

An ADP company succeeded for the first time in placing 
practically all gas appliances in an annual display of new 
homes. Previously, it had only been able to have househeating 
and water heating appliances represented, in spite of strong 





efforts. In 1954 the gas company offered a package deal to 
builders and contractors which involved the use of its own 
advertising department, and this proved highly successful, 

In another test city, National Home Week had 20 model 
homes on display. Through diligent work with the Home 
Builders Association and the local National Home Week 
Committee, the gas company was able to install 19 gas water 
heaters, 17 gas ranges (two were built-ins), 13 gas clothes 
dryers, ten gas refrigerators and seven gas incinerators. 

As a means of selling gas to new family units and younger 
housewives, one of the ADP companies offers its cooking 
demonstration facilities, called ‘“‘Hospitality Room’’, for bridal 
showers. The gas company also presents the bride with a 
shower gift, including a certificate worth $50.00 on purchase 
of a new gas range. This offer is made through a personal 
letter to every girl announcing her engagement and is ex- 
pected to result in better public relations and more gas ap. 
pliance sales. 

With a year’s operation in the Action Demonstration Pro- 
gram under their belts, the companies involved expect to show 
their strongest gains during 1955. They all expect to re-survey 
their markets so adequate measurement of changes can be 
made. While many companies have already used many of the 
successful “test” demonstrations on a system-wide basis, they 
expect the real fruition to take place this coming year. Some 
of the ADP companies, for instance, are experimenting with 
publicized free service policies, and expect to be able to ex 
tend this policy system-wide before the end of 1955. 

One point that is already evident to the ADP companies is) 
that gas as a fuel, and gas appliances, can be promoted profit | 
ably if all segments of the company and industry actively> 
cooperate and follow positive patterns of consumer and dealer” 
relations. 
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tion, “that in our utility-plus-dealer 
formula we have found the key that will 
really unlock the door of public accept- 
ance.” 

Pennsylvania State finals will prob- 
ably be held in Harrisburg. 

Florida’s State finals will be at the 
magnificent Algiers Hotel, Miami Beach, 
April 16, 17, and 18. Judges will in- 
clude Mrs. Dorothy Jurney, woman’s 
editor of the Miami Herald; Mrs. Mar- 
tha Lee Henderson, director of home- 
making activities for the Dade County 
schools; Mrs. Laura O’Banion, fashion 
expert; an industrial researcher, and a 
Miami Beach architect. 

Associate judges will include several 
more home economists and Mrs. Florida 
of 1955, who will also crown the girl 
chosen state winner. 

“We are really giving this contest a 
twist,” says J. F. Dempsey, director of 
public relations for Peoples Water and 
Gas Co., which is running the contest, 
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“for there will be contestants from all 
over the state demonstrating the old- 
fashioned, homely virtues that are a part 
of American womanhood—demonstrat- 
ing them in an atmosphere that is the 
epitome of luxury.” 

In Nebraska, the Blue Flame Gas As- 
sociation, consisting of all the gas com- 
panies in the state, has gone into the 
promotion as a body. A detailed plan 
has divided and subdivided the state for 
the contest. 

The state program is under the direc- 
tion of a committee appointed from per- 
sonnel of the utilities and the LP-Gas 
Association of Nebraska. The committee 
in turn has appointed 12 district chair- 
men to carry out the promotion. These 
district chairmen appoint committees of 
gas appliance men in the counties for 
which they are responsible. 

Nebraska’s plans are enclosed between 
covers in a “Mrs. America Promotion 
for Nebraska” manual also adapted 
from A. G. A.’s How-to-do-it book. 

The Kentucky state finals are slated 
for 10 a.m., April 12 in the home service 
auditorium of the Central Kentucky Nat- 


ural Gas Co., Lexington. New Hamp) 
shire’s finals, with Gas Service, Inc,? 
Manchester Gas Co., and Concord Nat-3 
ural Gas Corporation teaming up to con- 
duct the contest, will be held in Man- 
chester on March 31. 

The North and South Carolina finals} 
both will be held at Better Living Shows, 7 
according to J. J. Sheehan, vice-president 7 
of Piedmont Natural Gas Company. In} 
North Carolina, where Public Service™ 
Company of North Carolina is joining ¥ 
Piedmont in sponsoring the contest, the} 
finals will be held April 23 in Chare® 
lotte, with 5,000 people expected to at-§ 
tend, according to Mr. Sheehan. South 
Carolina’s finals will be April 21 at7 
Spartanburg, with 7,500 expected. 

The four gas companies running the 
contest in Ohio—Lake Shore, Ohio Fuel 
Gas, East Ohio, and Cincinnati Gas & 
Electric—have scheduled their finals the 
week of April 20 in Cleveland. 

All state winners must be picked by 
April 23, in plenty of time for arrange- 
ments to be made to have her sent to 
the national finals beginning May 8 in 
Ellinor Village, Florida. 
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By R. H. JOHNSON 


General Auditor, 
The Brooklyn Union Gas Company 
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very progressive company must ac- 
tively and continuously accent a cost 

control program, since the benefits to 
the company are fully as beneficial to 
its employees and stockholders. 

In the keen competition of today, this 
control over dollars and manpower in- 
vested, whether in operations or con- 
struction, is equally as important as the 
problems of plant expansion and sales 
promotion. Conversely, such expansion 
and promotional efforts without a cor- 
related cost control program involve 
risk hardly befitting best management. 

Recognizing the complexities of some 
attempts at cost management programs, 
this article will demonstrate that rela- 
tively simple common sense approaches 
will achieve substantial results even as a 
more scientific program is being devel- 
oped. 

The climate in a company undertak- 
ing or pursuing such a program must 
be receptive in order to assure favorable 
results. Hampered by an unfavorable 
climate, good suggestions may pile up 
on a jetty of road blocks, reluctance, 
lack of cooperation, misunderstanding 
and other handicaps. It is imperative 
that highest management support be 
firmly demonstrated as a preliminary to 
the program. 


Elimination favored 


Assuming the proper support, no less 
an authority than the Hoover Commis- 
sion for Better Government is the source 
of the conviction that the best method 
for cost control is outright elimination 
of proposed projects or functions. Not- 
withstanding the application of the finest 
minds in the country to problems of im- 
provement, and despite the combined 
imaginations and breadth of this splen- 
did group, by and large they have con- 
cluded that, in general, elimination 
where practical after consideration of 
policies concerned, is highly preferable 
to improvement. 

Many utility companies during the 
last several years have experienced major 
operational changes. Various holding 
company systems have been organiza- 
tionally modified to become independent 
operating and service companies. Many 
gas utility companies have converted 
from straight manufactured gas opera- 
tion to high Btu or straight natural 
gas operation. We have noted the rela- 
tively recent move in two large com- 
bination utility companies to segregate 
their gas operations in separate corpora- 


tions. There may be new management. 
With any major changes such as here 
exemplified, there are acknowledged or 
possible broad potential benefits. 

The inherent possibilities in such im- 
portant changes can only be realized by 
a searching effort to determine whether 
there are areas in which economies can 
be realized. Primarily, then, this in- 
volves a new look at each detail in which 
the operation of the company may have 
changed, or a second look where the de- 
tails warrant. The constant questions 
may well be “Eliminate?” and “If not, 
improve ?”’ 


Principal effects 


The principal effects may run the 
gamut from policy changes arising from 
new, direct-voting control or manage- 
ment to operational changes at the man- 
ufacturing plants. Important impacts 
also may be felt in such areas as repair 
and replacement of meters, servicing of 
appliances and operation of storerooms, 
to name a few. 

The deliberate slanting of this sum- 
mary from an accounting viewpoint 
causes an omission of detail which very 
likely fails properly to accent the ac- 
complishments of operating management 
as a result of some of these opportuni- 
ties. Undoubtedly many such situations 
have been followed by significant finan- 
cial and other improvements. 

Obviously one of the principal accents 
in such a program is better application 
of manual effort. Direct payroll consti- 
tutes the largest single item among most 
companies’ expenditures and has a spe- 
cific relation to the supervision required 
and space and materials used, as well as 
to fringe benefits which of themselves 
are largely noncontrollable. 

Important benefits also have been de-, 
rived in various companies where top 
level support has been given to the 
adoption of responsibility accounting 
procedures and improved budgetary con- 
trol. All expenditures are coded to iden- 
tify the department head responsible, 
and that principle is carried forward in 
the reports to management. Where de- 
sired the reports may actually name the 
officers and department heads respon- 
sible at their respective levels. 

The adoption of the responsibility re- 
porting procedures presents an excellent 
opportunity for an improvement in 
budgeting practices. All areas of expen- 
diture are so controlled, including con- 
struction, operation, maintenance, joint 
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costs, clearing accounts, and other bal- 
ance sheet and income accounts which 
include controllable expenditures. 

As a collateral to the construction and 
operation budgeting procedures, some 
companies require, in addition to budget 
approval, that specified approvals be ob- 
tained just prior to the proposed actual 
expenditure of cash on construction and 
large and unusual operation and main- 
tenance items. 


Budget control 


The improved budgetary control is 
primarily creditable in some companies 
to an active budget committee or other 
review group. This group reviews the 
annual budgets in detail and gives par- 
ticular attention to payroll elements since 
they represent such a significant portion 
of the whole. After their questioning of 
department heads has been completed 
and the necessary modifications and 
eliminations have been effected in the 
budget, this group continues to meet 
regularly as a basis for specific review 
and recommendations on budgetary ad- 
justments or corrections. 

The cost-consciousness which this pro- 


gram generates has the further benefit of 
creating a much more favorable climate 
for suggested improvements generally. 

The benefits over the long term can 
only be accomplished by excellent team- 
work in all levels of the company. More 
specifically, the following facets of con- 
trol may be indicated and adopted in 
the particular situation. 

1. At a designated date, a moratorium 
can be placed on the hiring of new em- 
ployees. The only exceptions might be 
for specialty vacancies which cannot be 
filled by transfer from within the com- 
pany. 

2. Responsibility accounting and budg- 
etary control. 

3. A continuing clerical control pro- 
gram, which represents a measurement 
of clerical requirements compared with 
actual staff and attempts to correct un- 
derstaffing as well as overstaffing. One 
case study indicates that 49 people were 
made available for transfer to other as- 
signments as a result of the surveying 
of 21 groups representing 425 employ- 
ees. Further potential transfers were rec- 
ommended to the extent of 11 employ- 
ees. 

Since these transfers are achieved 





through a policy of filling vacancies 
which arise in connection with retire 
ments, resignations, deaths, etc., an over. 
all policy of employees’ security has been 
preserved and improved notwithstand. 
ing a substantially reduced payroll level, 
The program also specifically maintains 
staffing at a proper level and permits that 
staff to complete its work within the 
regular work-day by indicating availabjj. 
ity of personnel through the media of 
loan time within and between clerical 
groups. 


Close examination 


4. A close examination of each pro. 
posed project or work assignment, in 
the light of the most current circum. 
stances, as a basis for determination of 
possible deferment, minimization or can- 
cellation. There must be a cooperative 
willingness to examine and modify pol- 
icies in the light of changing conditions. 

5. A close review of the company and 
departmental organization charts in or 
der gradually to attain the proper num- 
ber of layers of supervision. In most if 
not all organizations the smaller de. 
partments can operate most effectively 





Prepare to reprint A.G.A.-EEl Customer Relations Course 


@ “The scope of the American Gas Asso- 
ciation-Edison Electric Institute customer 
relations training program has few paral- 
lels in association history. We believe it 
is proving to be very valuable to the 
supervisors and employees of our com- 
mercial relations and sales departments. 
The interest of those to whom the course 
has been given has been splendid and 
the participation excellent.”—Consolidated 
Edison Company of New York, Inc. 


@ “Our company has been giving all 
customer contact employees a series of cus- 
tomer relations programs for nine years, 
and we are building our program for the 
tenth season around the E.E.I.-A. G. A. 
package. Each film is the basis for a one 
hour conference with 15 to 20 employees. 
We find employees very receptive, as in- 
dicated particularly by their active par- 
ticipation in each discussion period. Our 
superintendent of distribution is so im- 
pressed that he has arranged for the 
showing of “One Bad Apple” and 
“Troupeing the Show” to a large num- 
ber of outside workers, such as line crew 
and line repairmen, even though their 
contacts with customers are only casual. 
We plan in future years to use the en- 
tire program as a part of our indoctrina- 
tion process for customer contact em- 
ployees.”“—Union Electric Company of 
Missouri 


@ “Here is a program that brings home 
a sound philosophy of customer relations 
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to every utility employee. In addition to 
outlining the general principles of effec- 
tive customer contact, a series of thought- 
provoking situations ure presented for 
consideration and disci ssion. Specific tech- 
niques of telephone, letter-writing, and 
person-to-person ccntact are _ illustrated. 
The program cannot fail to incite enthu- 
siasm for improving customer relations.” 
—The Peoples Gas Light and Coke Co., 
Chicago 


These are but three of the many com- 
ments received on the customer relations 
training package, which has been de- 
signed especially for the utility industry 
by accounting committees of American 
Gas Association and Edison Electric In- 
stitute. 

The training package consists of three 
parts: a supervisor’s manual; five sound 
slide films; employee booklets. The unique 
program is fully described in the A. G. A. 
MONTHLY, September 1954, page 24. 

To serve member companies better, an 
adequate supply of the materials must be 
maintained. Inventories must now be re- 
plenished, for nearly half of the initial 
400 complete sets have been shipped 
since the program was started this Fall. 
The supply of extra manuals and booklets 
is now so low that it will be necessary to 
proceed with an additional printing. 

Some companies are ordering or re- 
ordering now—others will do so soon. If 
your company is one of those planning to 
order the training program in the near 
future, A. G. A. and EE! urge that the 


order be placed immediately, so that your 
requirement can be considered in the 
next printing. 

Numerous requests have been received 
to preview the material before purchase. 
Several complete sets are available for 
this purpose. The complete package or a 
part thereof can be ordered at the fol- 
lowing prices: 


To members— 


first complete set— $295.00 per set 
next four sets— 275.00 per set 
next five sets— 240.00 per set 
additional sets— 200.00 per set 


additional copies of manuals and book- 
lets, or films and records, are available 
to companies having purchased one 
complete set. Prices of additional mate- 
rial follow: 


supervisor’s manual—$10.00 each 
employee booklets— -10 each 
films and records— 30.00 per set 
(complete set of five) 


Films and records are available only 
for replacement purposes, and are not for 
assembling complete sets at replacement 
cost prices. 


To nonmembers— 


Complete set— $345.00 per set 
Additional material is available after 
purchase of one complete set. Price and 
details same as for member companies. 
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by having the department head absorb 
duties which otherwise would demand 
gsistant department heads, office man- 
and other intermediate supervi- 
sion. Some companies based upon ex- 
jence feel that at the lower levels 
they should strive for a ratio of one su- 
pervisor to approximately 12 clerical em- 
ees. 

6. Premised upon the belief that a 
busy employee is a happy employee and 
that variety prevents monotony, height- 
ened efforts be made to schedule sea- 
sonal loans of operating employees be- 
tween departments. This is in addition 
to the short term loans which have been 
practiced for several years as a feature 
of the clerical control programs. 

7. There should be a continuing pro- 
gram of reviewing the effects on opera- 
tions arising from relocations of depart- 
ments, consolidations or other organiza- 
tional or geographical moves. This work 
may be spearheaded by a space commit- 
tee or other specifically designated and 
constantly active group. Systems and 
other reviews take these matters into ac- 
count as a possible key to more effective 
use of time or economies in. rentals, 
taxes and other potential. 


Supervisory effectiveness 


8. Technological changes, approach- 
ing retirement and other factors may 
have reduced the effectiveness of super- 
visory or other personnel. This is par- 
ticularly a problem where they are re- 
sponsible for turning out a volume of 
production. A solution to this problem 
lies in recognizing that every organiza- 
tion is confronted constantly with a 
number of studies, investigations, sum- 
marizations or other work of a staff na- 
ture with no important deadlines. 

Transfer of such people from their 
foutine operating assignments to staff 
assignments, not necessarily to be per- 
petuated, is a satisfactory answer. They 
are effective in completing special sur- 
veys and other assignments which other- 
wise would require high-ranking staff 
accountants’ attention. 

9. A properly administered employ- 
ees’ suggestions plan has a beneficial ef- 
fect. Even beyond the direct results from 
suggestions found practical and adopted, 
there is the indirect benefit from encour- 
aging the employees generally to keep 
alert with active imagination. 

10. The audits and systems work 
should be used as a tool for the cost con- 
trol program, observing their basic prin- 
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ciples including the following high- 
lights which have proved helpful and 
may stimulate thinking: 


a. Where actual documents are ac- 
companied by detailed transmittal lists, 
special review should be given to the 
possibility of eliminating or reducing 
the detail on such lists. 

b. Under appropriate circumstances 
certain work may be spread among con- 
venience positions (secretaries, recep- 
tionists, etc.) or large groups of employ- 
ees, such as collectors, tellers, mail open- 
ing clerks, etc., occupying little time per 
employee and absorbable without diff- 
culty. Otherwise groups of specialists 
will be needed. This suggestion applies 
to mark-sensing and general typing and 
record-keeping. 


Review clerical work 


c. It may be found worthwhile to re- 
view the clerical work done in operating 
departments, such as preparation of pay- 
roll data, engineering reports and job 
costs. Generally, a lesser degree of sys- 
tematization of clerical work is found 
in operating groups than in the clerical 
departments. Operational audits should 
be slanted towards suggesting simpli- 
fied organization and improved func- 
tional arrangement. There should be 
preferably a fixed rule requiring the 
measuring of prospective cost versus 
benefits or results to be obtained. 

d. Particular attention should be given 
to situations where representatives from 
one department have a need for the use 
of the files and records of another de- 
partment. In general, the work of pro- 
viding information specifically to elim- 
inate the need for such visits is a profit- 
able investment in terms of avoiding 
walking and other nonproductive time, 
improved supervision and better condi- 
tion of the files. 

e. Timing and scheduling should be 
studied closely. Less frequent posting 
than daily may represent an economy 
which outweighs accompanying disad- 
vantages. Setting up a night force, as 
for mechanical cash posting to the gas 
customers’ accounts, may constitute an 
over-all benefit. 

Conversely, as examples, it is pos- 
sible that certain 12-8 a.m. and Sunday 
coverage of telephone switchboards, at- 
tendance at gasoline pumps and other 
operations which obviously lack the vol- 
ume to substantiate full-time attention 


Proceedings available 


@ Limited amount of copies now 
available of the Proceedings of 
the National Conference of Elec- 
tric and Gas Utility Accountants, 
April 12-14, 1954, Boston, Massa- 
chusetts. They may be obtained 
by addressing your inquiry to 
Thomas J. Shanley, Secretary, Ac- 
counting Section, A. G. A. Head- 
quarters. Price per copy for mem- 
bers is $6.00; for non-members, 
$10.00. 


should be reconsidered. Particularly 
where the operation is mechanized, as 
for customers’ billing, the closest atten- 
tion to proper scheduling is essential. 

f. A seasoned forms survey program 
gives particular consideration to the 
number of copies required, whether 
forms can be eliminated or modified, 
whether typing and proofreading may 
be replaced by manual preparation or 
reproducing handwriting and whether 
other benefits may be obtained. For each 
copy there is at least the implication that 
there will be an accompanying file clerk 
and filing equipment. 

g. It is essential to remain conversant 
with all the latest applications and econ- 
omies involved with office machinery, 
and of course many organizations are 
engaged in a program of general stream- 
lining of their clerical procedures in an- 
ticipation of eventual electronics appli- 
cations. 


Scientific methods 


Full credit must be given to those 
companies which are making more scien- 
tific attempts at cost management. Some 
are carrying their efforts to the extent of 
operations research conducted by teams 
comprising accountants, engineers, meth- 
ods specialists and physicists. Others are 
attempting to advance from the tradi- 
tional accounting concept of comparison 
with past results to a more beneficial 
comparison with standards, budgets or 
quotas. 

To the extent that their efforts are 
successful, these advanced cost manage- 
ment programs presumably will supple- 
ment the gains which it is certain will 
flow from the more elementary programs 
such as outlined above. But, to give full 
emphasis, the elementary approach must 


(Continued on page 26) 
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@ Second annual A.G.A. Commercial Gas Water Heating Campaign undergyf, w 


Water heating 
Sales drive on 









as his month 

a PAR activity the gas in- 

dustry launches 

its second annual Commercial Gas Wa- 
ter Heating Campaign. 

Utilities and manufacturers have 
joined hands under the aegis of Ameri- 
can Gas Association to sponsor this PAR 
activity during the months of February, 
March and April. Suggestions and ma- 
terial provided, however, lend them- 
selves to promotions at other times on 
local levels. 

In advocating wide participation in 
the campaign, it is pointed out that no 
other activity offers such a potential for 
profitable sales growth as the develop- 
ment of the commercial water heating 
load. It has an excellent load factor, 
profitable rates and an exceptionally 
broad, untapped market. 

Comparative hot water requirements 
in commercial installations in relation 
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to domestic installations are exemplified 
by the following: 

One restaurant serving 600 meals a 
day requires as much hot water as 14 
homes. 

One car wash station with a run of 500 
cars per week will average the hot water 
usage of 17 residential water heaters. 

An office building with 1,200 workers 
will use during the summer months the 
equivalent hot water as used by 60 
homes. 

Last year the initial A. G. A. na- 
tional commercial water heating pro- 
gram was supported by six leading man- 
ufacturers and drew the participation 
of 64 gas companies representing 32 per- 
cent of the industry's meters. 

Eight manufacturers are actively en- 
gaged in the 1955 campaign. Each of 
these companies is providing promo- 
tional material and is working through 
its own dealers and other distribution 


pet 
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channels to tie-in at local levels with 


gas companies. 

An important part of the campaigt. 
materials is the direct mail pieces sup- 
plied by the various manufacturers. Sam- 
ples of these have been included in the 
kit sent to gas companies by A. G. A. 

Direct mail pieces such as these and 
sales letters from the participating gas 
companies are a basic element in the 
sales campaign as formulated. With the 
realization that the commercial sales 
staffs of many gas companies are under- 
manned, the program is purposely de- 
signed for maximum use of these mail 
pieces. This will enable commercial rep- 
resentatives to concentrate their time on 
interested prospective customers instead 
of spreading out—and possibly wasting 
—their time on cold canvass calls. 

“This is not a ‘theoretical’ approach,” 
said C. C. Eeles, The Ohio Fuel Gas Co., 
in reporting to the General Promotional 
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deriva manufacturer support. Promotion again follows successful direct mail approach 
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hot water requirements of one restaurant serving 600 
als a day are equivalent to that of fourteen homes. 






ear wash station with a run of 500 cars per week 
average the hot water usage of seventeen residential = © 





An office building with 1200 workers will use during 
the summer months the equivalent hot water of that 





have pacirey | te gain — nothing to lose—when you 
a Commercial Water Heating Sales Campaign. 
our _— will be increases a base load, closer dealer 


tion, and a guarantee of the maximum 
Cae of the he business in the future. 








swith Planning Committee for the Industrial tention to architects, builders and con- pect a prospect to stop to write a 

5 and Commercial Gas Section. tractors. letter or to reach for the telephone. 
npay “It is practical because in the last Included in the promotion kit sent to Arrange it so he can sign his name 
5 campaign those companies who used gas companies are letters to be used in and mail the card—without having 


3 Sam- A. G. A. suggested letters and reply 
in the cards had so many replies that their sales 
A. staffs were unable to keep abreast of 
se and their assignments.” 

1g §as Speaking of the validity or need for 


tapping these additional markets. How to look for a stamp. 
these are to be used and other pointers 
on conducting the campaign are de- 
scribed in the following excerpts from 


the promotion kit. 


2. Make surveys of existing water 
heating facilities. 
(a) If you have sufficient sales per- 





in the : : sonnel make a survey of water heating 
such a commercial water heating cam- ‘ : 
‘th the ‘ fl *p: : . installations in your area and fol- 
paign, Mr. Eeles cited the experience of Things to Do in Conducting a Successful low up with recommendations, wheee 
Ber tn company last nam i want pitta: -— _ changes and improvements are needed. 
ye sing the program developed by the a, Send out direct mail literature reg- One prominent commercial man- 
, i] 53 - A. staff, we set what we felt to be ularly during the campaign. ager has stated that most restaurants 
¥ a : ag but a wee ai ae (a) Send a letter to all food serv- have water heating equipment able to 
meal pe ou pet hour input. Our sales were ice customers, owners of apartment provide only half of the hot water 
oneal over 300 percent of our quota. houses, office buildings, motels, etc., needed to meet sanitation require- 
Last year the campaign was pin- offering to have one of your repre- ments. 
be pointed on food service establishments. sentatives survey their hot water needs Of course, all restaurants have hot 
‘ The scope of the 1955 campaign has and make recommendations without water. But do they have enough, is 
oach, been broadened to also cover multiple obligation. A reply post card should their equipment adequate, do they 
as Co, housing, office and apartment buildings, be enclosed with such a letter. Make have gas equipment ? 
rtional institutions and schools, plus special at- it easy for customers to act. Don’t ex- A quick canvass of a few eating 
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establishments would give you strong 
evidence of the profitable load you 
can add by selling adequate, properly 
sized water heating. 


3. Sell the restaurant operator a com- 
plete dishwashing program. This in- 
cludes adequate two-temperature hot 
water and a plan for proper dishwash- 
ing procedures to cuuply with local 
codes. Stress these facts: 


(a) Dishware will look better and 
be cleaner and is sure to appeal to 
sanitation-conscious customers and 
health authorities. 

(b) 180 rinse makes toweling 
unnecessary and saves labor costs. 
Labor costs more than adequate sup- 
ply of two-temperature water. Towel- 
ing is never completely sanitary . . 
does not meet the highest sanitation 
requirements. 

(c) Plenty of hot water always 
available makes for greater efficiency. 
Employees don’t have to wait until 
water reaches temperature before op- 
erating dishwashers, or performing 
other washing jobs. 

(d) The volume feeding industry 
should police itself now and avoid be- 
ing policed by health authorities later. 
Once a restaurant is closed or fined 
for violating sanitary codes, it is diffi- 
cult to convince customers that condi- 
tions have improved and sanitary code 


requirements have been complied with. 

(e) Modern gas water heaters pro- 
vide hot water three times faster at a 
fraction of the cost of competing 
fuels. They cost less to install, less to 
operate and less to maintain. They 
will far outlast other types. 

(f) Show the restaurant man how 
to merchandise good sanitation after 
installation of adequate gas water 
heating equipment. High standards of 
sanitation can be a real sales feature 
since the public is more sanitation 
conscious today than ever before. 


4. Set Up A Program To Exploit 
Your Building And Multiple Housing 
Market. 


(a) Make a sample survey of the 
market—multiple housing with 15 or 
fewer dwelling units which is the 
best and largest market. (Note: in 
surveys of this market, some gas util- 
ities were surprised to learn that they 
had less than 4 percent saturation and 
70 percent of the multiple housing 
had less than fifteen dwelling units 
each. 

(b) Set up an intensive mailing 
campaign using material provided by 
manufacturers. Be sure the mailing 
lists include real estate management 
firms, banks, architects and engineers, 
owners and managers of office build- 
ings and multiple housing units. Use 





case histories of your better install. 
tions or those provided by A. G. 4 
and show the savings in fuel cost an 
labor; show the equipment replaced 
and other pertinent facts. 

(c) Contact both executives and 
maintenance engineers of real estate 
management firms and banks, offering 
to make a water heating survey. 

(d) Contact the mechanical engi. 
neers of plumbing supply houses, 

(e) Advertise in all local fea 


estate, architect and plumbers’ maga. 


zines and supply them with 
stories and case histories on gas-f 
installations, old and new. 

(f) Conduct field tests when ag 


where necessary to prove merits of g 


equipment over competitive field. 


(g) Call on the manufacturers § 0 
help educate your representatives in 
proper selection, sizing and install 


tion of their equipment. 


Manufacturers participating in th . 
campaign include Bastian-Morley Coy 
Inc., La Porte, Ind.; Bock Corporations 
Madison, Wis. ; Crane Co., Chicago, Ily 


General Water Heater Corp., Burbank 
Calif.; Hotstream Heater Co., Cleve. 
land, Ohio; Ruud Manufacturing Co, 
Pittsburgh, Pa.; A. O. Smith Corp, 
Kankakee, IIl.; and John Wood Oo, 
Conshohocken, Pennsylvania. 
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Cost control 


(Continued from page 23) 





not be permitted to wane or be deferred 
on the premise that the development of 
a more scientific program will produce 
so much more striking gains. The ad- 
vanced program may indeed prove to be 
more dramatic than truly productive. 
Cost control programs flourish against 
the background of strong and continuous 


management support. They may be ini- 
tiated in the perfectly-timed opportunity 
of operational or organizational change. 
Having been initiated, such programs 
may result in benefits representing pri- 
marily the contributions of operating 
management, the effects from responsi- 
bility accounting and budgetary control 
which has created a sharply increased 
cost-consciousness, and adopted recom- 
mendations stemming from an active sys- 


tems and procedures review coupled with 
a clerical control program. 

The greatest accomplishment here is 
also aided by a willingness to re-examine 
company policies under the light of cur- 
rent conditions. 

It is believed that a multi-pronged 
approach of this broad nature cannot 
fail to achieve the desired results as ex- 
pressed in a more favorable operating 
ratio and net income. 





Safety films point out correct methods for gas industry 


WO EXCELLENT safety films for the 

utility industry are now being offered for 
loan without charge by American Gas Asso- 
ciation’s Film Library. 

In “The Main Idea”, safe procedures in 
construction work by gas companies are care- 
fully studied in strips contributed by member 
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companies and A.G.A. In addition, the film 
presents a constructive program for improving 
the accident record of the gas utility industry. 

The other film, ‘Get Safety In Your Sys- 
tem”, is of particular value to producing com- 
panies, and is devoted to safe procedures rec- 
ommended to the production division of a 


natural gas system. The film was made on the 
property of a small gas company. 

Both these films may be purchased, and this 
is recommended where repeated use of the film 
is required to cover large groups of employeés. 
Further information about the films can 
obtained from the Safety Consultant, A.G.A. 
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New York, will moderate 
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Section’s 1955 Distribution, Motor Ve- 
hicles and Corrosion Conference, to be 
held at the Netherland Plaza Hotel, Cin- 
dinnati, on Tuesday, Wednesday, Thurs- 
day and Friday, April 12 to 15. Care- 
fully selected speakers, conference chair- 
men, and panel moderators and partici- 
pants will discuss the latest innovations 
in the fields of distribution, automotive 
equipment and corrosion control and in- 
dicate how these will, in the future, help 
to solve the problems of the present. 

As in the past, the Conference will be 
built around morning general sessions 
and afternoon luncheon conferences. 
The former will feature formal papers 
designed to be of interest to large seg- 
ments of the industry; the latter will be 
informal, off-the-record discussion peri- 

of more immediate concern to spe- 
cific groups of operating personnel. 

Hugh M. Blain, New Orleans Public 
Service Inc., as chairman of the Distribu- 
tion Committee will preside at the open- 
ing general session on Tuesday morning. 





HLY 
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Philadelphia Electric, 
will preside over panel sponsored by 
automotive, mobile equipment group 


Following his opening remarks, the 
technical discussions will begin. 

Sponsored by the Automotive and Mo- 
bile Equipment Committee, a paper on 
motor vehicle safety will be presented 
by Dale B. Hornung, director of public 
relations of the United Health and Wel- 
fare Fund of Michigan. Mr. Hornung, 
under the name of Dale McIntyre, is also 
conductor of a popular radio program in 
his state. 

“Living with the B31 Code” is the 
provocative title of a panel discussion 
which will close the session. F. G. Sand- 
strom, who will serve as moderator, has 
been a member of Subcommittee 8 which 
prepared the revision of the code con- 
cerned with gas distribution and trans- 
mission piping, as well as chairman of 
one of its subgroups. Panel participants 
will include F. S. G. Williams, chair- 
man of ASA Sectional Committee B31; 
Dean M. Workman, Ebasco Services, 
Inc.; George D. Mock, Washington Gas 
Light Co.; and Karl E. Schmidt, Michi- 
gan Consolidated Gas Company. 

The General Session on Wednesday 


will be conducted by F. H. Bunnell,: 


Open session on plastics in gas in- 
dustry will be conducted by John F. 
Fugazzi, Public Service of Colorado 


. 


Consumers Power Company, who is vice- 
chairman of the Distribution Committee. 
The first paper will be on cutting costs 
in distribution department work, always 
a primary concern of operating person- 
nel, by Georg M. Babbe, Southern Cali- 
fornia Gas Company. The equally im- 
portant subject of protecting distribution 
systems will then be discussed by M. G. 
Markle, Northern Illinois Gas Co., 
while Paul Kraemer, Minneapolis Gas 
Co., will consider a modern method of 
service analysis. 

The session will end with a paper on 
installation, operation and maintenance 
of service-type regulators by B. F. Wor- 
ley, United Gas Corp., who is chairman 
of an Operating Section task group on 
service regulators. 

Mr. Blain will again preside at the 
third and last General Session on Thurs- 
day morning. M. Anuskiewicz, Jr., The 
Brooklyn Union Gas Co., will present 
the final report of a special Task Group 
on Method to Prevent Overpressure in 
Distribution Systems. Meter shop design 
and operation under an incentive wage 
rate will then be discussed by George K. 
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Georg M. Babbe, Southern Califor- 
nia Gas Co., will discuss cost cut- 
ting in distribution department work 
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Bachmann, Public Service Electric and 
Gas Company. 

The session will close with a panel 
on the service department as a tool to 
improve customer relations. The partici- 
pants will be W. Weir Gillis, Jr., Wash- 
ington Gas Light Co., and past chair- 
man of the Section’s Customer Service 
Committee; W. M. Hawkins, Laclede 
Gas Co.; W. H. Weber, The Brooklyn 
Union Gas Co.; and Ralbern H. Mur- 
ray, of the A. G. A. Headquarters staff. 

Equally as important as the General 
Sessions, although more limited in scope, 
are the open sessions sponsored by the 





Corp., and past chairman of the Edison 
Electric Institute’s Transportation Com- 
mittee, which is co-sponsoring the ses- 
sions; Linn Edsall, Philadelphia Elec- 
tric Co.; W. W. McCartney, The East 
Ohio Gas Co., and past chairman of the 
Automotive Committee; A. E. Dible, 
Equitable Gas Co., vice-chairman of the 
committee; and Randolph Whitfield, 
George Power Co., chairman of the 
E.E.I. Transportation Committee. 

C. W. Beggs, Public Service Electric 
and Gas Co., as chairman of the Cor- 
rosion Committee will preside at the 
single open session sponsored by his 


Meeting to develop Distribution Conference program were: (front row I. to r.) D. W. True, 
vice-chairman, Subcommittee on Distribution Design and Development; J. T. Stine, Jr., 
chairman, Metering Subcommittee; S. M. Foeller, chairman, Automotive and Mobile Equip- 
ment Committee; F. H. Bunnel, vice-chairman, Distribution Committee;"H. M. Blain, chair- 
man, Distribution Committee; E. F. Trunk, chairman, Subcommittee on Distribution De- 
sign and Development. (Rear row, |. to r.) James Webb, vice-chairman, Metering Sub- 
committee; N. P. Peifer, vice-chairman, Corrosion Committee; C. W. Beggs, chairman, 
Corrosion Committee; B. F. Worley, chairman, Task Committee on Service Type Regula- 
tors; Adrian Dible, vice-chairman, Automotive and Mobile Equipment Committee; W. H. 


Weber, vice-chairman, Customer Service C 


ittee; R. W. Al der, ber, Distribu- 





tion Committee and representative of host company, The Cincinnati Gas and Electric Co.; 
J. P. Darratt, chairman, Corrosion Subcommittee; J. MacLarty, chairman Customer Service 


Section’s committees on corrosion, auto- 
motive equipment, metering, and con- 
struction and maintenance. 

The Automotive and Mobile Equip- 
ment Committee will sponsor six open 
sessions on Wednesday, Thursday and 
Friday mornings and Tuesday, Wednes- 
day and Thursday afternoons. To be dis- 
cussed are wire ropes; earth augers; ro- 
tary vs. piston air compressors; new 
motor fuels and oils; oil filters; chassis 
lubricants; leasing; depreciation; auto- 
matic transmissions; sprays; undercoat- 
ing; tubeless tires; storage batteries; and 
high frequency ignition. 

The sessions will be presided over by 
D. K. Wilson, Niagara Mohawk Power 
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committee on Thursday morning. Clif- 
ford Jones, The Cincinnati Gas and Elec- 
tric Co., will present the opening paper 
on surface methods of attaching anodes 
to pipelines. A discussion of the eco- 
nomics of a paint survey by J. G. Geog- 
hegan, Consolidated Edison Company of 
New York, Inc., will follow. O. W. 
Wade, Transcontinental Gas Pipe Line 
Corp., will then discuss surface poten- 
tial measurements and F. E. Kulman, 
also of Consolidated Edison, will report 
on the causes of ferrous pipe corrosion. 

The Corrosion Committee will also 
sponsor two luncheon conferences on 
Wednesday and Thursday. The principal 
subject at the former will be a panel on 





will be sponsored by the Subcommitiy 
on Construction and Maintenance, 
be considered are gas stopping devices. 
new tools and power cutting equipment: 
corrosion mitigation practices in disty. 
bution systems, which will consider su 
subjects as sacrificial anodes; rectifiers 
protective coatings; insulation; interfer. 
ence; and local corrosion committees, 4; 
the second luncheon conference, ther 
will be featured an exhibit of various jp. 
struments used in corrosion control, with 
the manufacturing companies discussing 
their respective products. 

The Metering Session on Friday mom. 
ing, under the gavel of James Webb 
vice-chairman of the Metering Subcom. 
mittee, will open with a panel on plan. 
ning an ideal meter shop. Other disas. 
sions will center on quality inspection 
for new and repaired meters; field tes 
ing and repair of large capacity positive 
displacement meters; safety in the me. 
ter shop; meters and service type regu. 
lators; and a general discussion period. 

The Construction and Maintenance 
Subcommittee will also sponsor an open 
session on Friday morning, with R. B. 
Allen, vice-chairman, presiding. A panel 
will consider the operational problems 
in cathodic protection installations, fol. 
lowed by papers on pipe testing meth- 
ods; policies in handling mains and 
services not in use; and methods and 
policies of handling, storing, and de 
livering wrapped pipe. 

In addition to the two on corrosion, 
there will be eight other afternoon lunch 
eon conferences. On Tuesday and Thurs 
day, the Customer Service Committee 
will consider problems connected with 
incinerators; adequate house piping and 
venting; house heating service; meters; 
quality control as a supervisory control; 
the new A. G. A. Appliance Service 
Manual; aptitude testing in selecting 
service personnel; and a photographic 
display of customer service department 
transportation vehicles. 

The Distribution Design and Devel- 
opment Subcommittee will also sponsor 
luncheon sessions on ‘Tuesday and 
Thursday, concerning themselves with 
remote control of regulators; a progress 
report by the task group on the design 
of high and low pressure service; regu- 
lator station design and ventilation; 4 
practical method of utilizing gas load 
data in distribution system design; dis- 
tribution system network analysis; and 
distribution problems in general. 

One luncheon session on Wednesday 

(Continued on page 43) 
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More case histories on successful 


Old Stove Round-Up campaigns from Arkansas Lousiana Gas, 
Union Gas of Canada and Lone Star 





A‘ kansas 
Louisiana 


a PAR activity 
Gas Com- 


pany’s 1954 Old Stove Round-Up pro- 
duced a volume of stove sales in excess 
of $1,000,000, according to figures 
compiled shortly after the first of 1955 
from 573 cooperating dealers. 

Even more impressive than the dol- 
lar volume are percentage figures on 
dealer and “company” sales, and on 
sales compared to the company’s total 
of domestic meters. 

A total of 4,333 new gas ranges were 
sold in the company’s territory during 
the nine-week campaign, 4,153 of these 
through independent dealers and 180 
fom the company’s own sales floors— 
giving brand-name, local merchants 96 
percent of total sales. 

By coincidence, during the campaign 
Atkansas Louisiana passed the 200,000 
mark in total domestic meters installed 
in its territory—northwestern Louisi- 
ama, northeastern Texas, and central 
and southern Arkansas. 

Thus, total range sales during the 
Old Stove Round-Up amounted to 2.1 
percent of all domestic meters. Major 
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cities in this area are: Shreveport, 
Little Rock, Texarkana, Pine Bluff and 
Hot Springs. 

The 1954 campaign marked the first 
year in which Arkansas Louisiana Gas, 
throughout its tri-state territory, had 
conducted an all-out, dealer-coopera- 
tive Old Stove Round-Up. 

Beginning in May and June, new 
business officials of the company be- 
gan planning for the fall campaign, 
basing their promotion plans almost 
entirely on the American Gas Associa- 
tion plans and themes. 

The first promotion meeting was 
held in June, at which it was decided 
to adapt A. G. A. themes to all adver- 
tising, using four full-page ads in 
color in the larger dailies, and 4 col- 
umn by 12-inch ads in the smaller 
dailies and weeklies. Thus fewer, but 
larger, newspaper ads were used than 
in previous promotions conducted by 
Arkansas Louisiana Gas. 

Themes of the ad copy, after the 
first full page Old Stove Round-Up 
announcement, were: 

“Select the RANGE TOP You've 
Always Wanted!” 


“Can You Cook OVEN MEALS Au- 
tomatically ?”’ 

“4 out of 5 Women Need a NEW 
Automatic GAS Range!” 

“Can You DEPEND on Your 
Oven?” 

“Can You SIMMER COOK on Your 
Range?” 

The same themes were adapted to 
television, which was used for the first 
time by the company. Three groups of 
spot announcements were produced by 
the company’s own agency in addition 
to the A. G. A. one-minute “quickie 
demo” spots. A total of 500 TV spots 
were carried by TV stations in Little 
Rock and Pine Bluff and 104 spots 
in Shreveport. Range manufacturers 
shared the cost of one group of spots. 

With the first rough ad drafts as 
ammunition, company sales represen- 
tatives began personal calls on dealers, 
inviting their participation in the cam- 
paign and emphasizing that the gas 
company was going all-out to promote 
dealer sales. 

Kickoff dinners, to which press, fac- 
tory representatives, distributors, deal- 
ers and company personnel were in- 
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vited, were held throughout the terri- 
tory during August and September. 
Again complete promotion and adver- 
tising plans were presented. 

The company’s talks to the dealers 
went something like this: “Arkansas 
Louisiana Gas Company is going to 
make an intensive campaign in your 
behalf to promote sales of modern gas 
ranges in your town. We are not going 
to advertise any brand names. That is 
up to you. Nor are we going to 
buy cooperative advertising with you. 
We're going to make your own adver- 
tising dollar twice as valuable by tell- 
ing folks that now is the time to buy 
a new gas range—just any make of gas 
range, and we hope it will be a mod- 





Sales meetings were used to kick-off Round-up through Arkansas Louisiana’s territory. 
At left is meeting of personnel in Shreveport; in Little Rock, coats are off for action 


ern, automatic range because they give 
Mrs. Housewife the most for her 
money and because these sales mean 
more profits for you, the dealer.” 

The campaign kicked off in Septem- 
ber and October in the various divi- 
sions of the company, with most dailies 
and weeklies carrying large volumes of 
news copy and pictures along with 
dealer-placed, brand-name advertising 
in addition to the company’s full-page 
ad in color. 

Newspaper lineage placed by Ar- 
kansas Louisiana Gas throughout its 
territory in 75 mewspapers came to 
approximately 22,000 inches. Dealer 
advertising during the campaign pe- 
riod was over 11,000 inches of news- 
paper space. Most dealers used point- 
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of-purchase displays in store windows 
and sales floors. 

A gratifying feature of the cam- 
paign within a short time afer the com- 
pany’s opening newspaper and TV 
spread was the appearance on radio, 
TV and billboards of dealer and manu- 
facturer gas range advertising which 
had not been solicited and which was 
unanticipated. The campaign gener- 
ated its own fire, once under way. 

Another outstanding feature of the 
campaign, with the company’s empha- 
sis on modern, automatic gas ranges, 
was the increased percentage of auto- 
matic range sales. No figures are avail- 
able on this, but one Shreveport store, 
which sold 200 ranges during the cam- 


paign and which heretofore had sold 
no ranges of the automatic type, said 
these made up a large part of its total 
sales volume. 

Arkansas Louisiana’s campaign ended 
November 30, but throughout December 
and into January local dealers contin- 
ued spontaneous brand-name advertis- 
ing and sales promotions, taking ad- 
vantage of the continuing interest gen- 
erated by the Old Stove Round-Up. 

At the close of the campaign, news- 
papers throughout the territory were 
supplied with a short news article tell- 
ing how local, independent merchants 
had reaped 96 percent of the benefits 
from the gas company’s Old Stove 
Round-Up. Arkansas Louisiana gas be- 
lieves that some of the dealers may be 






s 
$3 


making the first Old Stove Roundiy 
calls next year—instead of the gascom, 


pany. 


BS 


Union Gas Company 


A total of 642 new gas ranges wep 
sold by gas appliance dealers and the 
gas company as a result of the Oi 
Stove Round-Up campaign, conducted 
from September 20 to October 30 by 
Union Gas Company of Canada Limited 
and City Gas Company of London. 

Commenting on the results of the 
campaign, George Douglas, gener 
sales manager, expressed satisfaction 
with the outcome. 

“Union Gas Company,” said Mr. 


Douglas, ‘is pleased that so many new 
ranges have been sold and that s0 
many old stoves have been taken out 
of circulation. A special vote of thanks 
should be extended to the gas appli- 
ance dealers in this area for theit 
whole-hearted cooperation.” 
Besides paying a silver dollar for 
each new stove sold during the cai 
paign, Union Gas Company also paid 
an allowance of $10 for each of the 
old stoves turned in and scrapped. 
All told 140 obsolete ranges wefe 
“rounded-up”, bringing the total of 
allowances paid to $1,400. 
Oldest of the old stoves turned in 
was an old, high-backed, gas stove 
dating back to 1908. The customer 
(Continued on page 42) 
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Robertshaw-Fulton 
“Mrs. America’ awards 


HIS YEAR’S Mrs. America contest will be 

enlivened by an award from Robertshaw- 
Fulton Controls Co., manufacturer of gas 
appliance controls. The company announced it 
will award special prizes to the gas utility 
which “best displays and promotes gas ranges 
equipped with Robertshaw-Fulton controls” 


Study conversion problems at Ohio Fuel training 


BACK to school for a group of construc- 
tion men in Columbus, Ohio as they study 
problems arising in the conversion of large 
boilers from other types of fuel to natural gas. 
Architects, heating engineers and plumbers are 
taking advantage of the unique series of train- 
ing sessions conducted by the Ohio Fuel Gas 
@., which was started several months ago. 
Shortly before the course was offered, Ohio 
Fuel lifted restrictions on use of gas when the 
Columbia Gas System, of which Ohio Fuel is 
a part, obtained new supplies of gas. The 
lifting of restrictions persuaded executives of 
large department stores, office buildings, in- 


during the run of the national competition. 

The Robertshaw-Fulton prizes, for which 
gas companies participating in the Mrs. 
America Contest are eligible, consist of a 
suitably inscribed bronze plaque plus a $500 
cash award or an expenses-paid trip for two 
to the Mrs. America Finals at Ellinor Village, 
in Florida, the week of May 8. 

Noting that precision automatic controls are 
the very heart of modern home appliances, and 
especially of today’s ‘wonder-working gas 
ranges, President John A. Robertshaw under- 
scored the opportunities for modern gas ap- 
pliance sales which the Mrs. America promo- 
tion offers to gas utilities. 

“Robertshaw-Fulton has always followed 
the course of the annual Mrs. America contest 
with a great deal of interest,” he said, ‘‘and 
1955 is our second year as one of its official 
national sponsors. The contest is a natural 
sales promotional activity for gas companies, 
centering as it does around the American 
homemaker and the automatic appliances that 
have given her the highest standard of house- 
hold efficiency and leisure in the world. 

“Our purpose in announcing the Robert- 
shaw-Fulton special awards is to stimulate all 
promotional activities by participating gas 
companies to the extent that the story of the 


dustries and others to convert their boilers 
from other types of fuel to gas for space heat- 
ing and processing. 

To help provide the answers to the host of 
conversion problems which have arisen, Ohio 
Fuel instituted the series of training sessions 
as a public service. Meetings are held about 
a month apart with additional classes sched- 
uled over the next several months. Each ses- 
sion is devoted to a different phase of convert- 
ing boilers to gas firing, featuring a guest 
speaker and discussion period. 

The initial meeting found discussion center- 
ing on electronic controls, with representatives 


fully automatic, truly modern gas range will 
reach the greatest possible audience.” 

Contestants for Robertshaw-Fulton’s awards 
will be judged by the Mrs. America Commit- 
tee of the, American Gas Association on the 
basis of the local gas range advertising, pub- 
licity, window display and dealer promotion 
campaigns they sponsor as part of their par- 
ticipation in the Mrs. America campaign. 

To qualify for the awards, each contesting 
gas company is required to: 

1. Submit two black and white 8 x 10- 
inch glossy photographs showing a) a floor 
display, b) a window display of one or more 
gas ranges equipped with Robertshaw-Fulton 
controls. Either or both can be photos of a 
dealer’s display. 

2. Submit two newspaper tear sheets that 
show advertising support given gas ranges 
equipped with Robertshaw-Fulton controls. 

3. Submit a 300-word account of the utility 
company’s over-all- Mrs. America gas range 
Robertshaw-Fulton controls tie-in efforts. 
Summaries of sales results are requested as 
part of this account. 

Complete details about the Robertshaw-Ful- 
ton contest and entry forms may be obtained 
from Mrs. America Headquarters, 152 West 
42nd Street, New York. 


Sessions 


of the Minneapolis Honeywell Company con- 
ducting the session. L. S. Reagan, general man- 
ager of the Wehser Engineering Co., Tulsa, 
Okla., and a nal authority on converting 
boilers to natural gas, spoke on “Large Boiler 
Conversions” at the second meeting. Robert S. 
Curl, a Columbus heating company consultant, 
was the speaker at the third, with “Bugs Be- 
yond the Combustion Chamber” as his subject. 

Latest in the series had Herbert Johnson, an 
engineer with the division of smoke regulation 
and inspection of the Columbus department of 
public safety, speaking on “Choosing the 
Right Conversion Burner.” 


Publish manual on new method of artificial resuscitation 


MANUAL on the newly adopted back pres- 

sure-arm lift method of artificial respira- 
tion has been prepared, approved and issued 
by the Subcommittee on Artificial Respiration, 
Accident Prevention Committee, American 
Gas Association. The booklet supersedes all 
previous A. G. A. releases on resuscitation. 

The new manual, the only worker level 
booklet on the subject, includes sections: on 
tesearch leading to the change to the new 
méthod; general instructions for all methods; 
standard techniques for executing the back 
Ptessure-arm lift method; notes on gas as- 
phyxia, electric shock, drowning; explanation 
of hip lift-back pressure, arm lift-chest pres- 
sure and prone pressure methods. 

Space has been provided at the bottom of 
the manual’s cover for imprinting the individ- 
wl company’s name. Cost of booklets are: 
te to nine copies—15 cents each; 10 to 99 
copies, 10 cents each; 100 to 499 copies, eight 
cents each; 500 to 999, seven cents each; 1000 
Opies, six cents each. 
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Subcommittee on Artificial Respiration completes Resuscitation Manual (left to right): Fred Cameron, 
safety consultant, Ebasco Services, Inc.; V. A. Howell, senior safety coordinator, Long Island Lighting 
Co.; W. T. Rogers, director of safety, Ebasco Services Inc., chairman; John O'Toole, safety engi- 
neer, Utilties Mutual Insurance Co., and R. N. Papich, safety consultant, American Gas Association 
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Hard-working Hollywood Bureau gets gas into the act 
a PAR activity 


T'S BEEN a 

bumper year 
for American Gas 
Association’s Hollywood Bureau! During 
1954, gas appliances in filmed television 
reached an all-time high—781 spots, filmed 
dramas, commercial films, advertising and 
publicity photographs, to be exact. But mere 
quantity is never enough . . . and the Bu- 
reau, under the direction of Pat Nicholson, in- 
sured exposure of gas appliances on such 
highly rated programs as ‘Medic’, “Fireside 
Theater” and the “Loretta Young Show’’, to 
name only a few. 

In the course of the year, A. G. A.’s Beverly 
Hills Kitchen Studio was booked 30 times, 
accounting for a total of 154 television spots 
and other media. Use of gas appliances in 
major motion picture productions remained at 
a level comparable with 1953—with a total of 
22 major films spotlighting gas appliances. A 
few of these pictures are “Battlecry”, “Not As 





A Stranger’, “Seven Year Itch’, and ‘The 
Young at Heart’. 

Most outstanding of the motion picture tie- 
ups was the complete campaign with RKO’s 
hit comedy, ‘‘Susan Slept Here” starring Deb- 
bie Reynolds. The Hollywood Bureau sold 
110 newspaper ad mats to A. G. A. member 
companies, while local tie-ups with theaters, 
publicity and advertising campaigns were con- 
ducted. Other tie-ups negotiated during 1954 
included publicity campaigns conducted with 
MGM's “The Long Long Trailer” starring 
Lucille Ball and Desi Arnaz, and 20th Century 
Fox's “The Rocket Man” with Charles Coburn. 

In the realm of publicity, the Bureau cele- 
brated a birthday—the Hollywood Display 
Board Service's fourth. In this project, pictures 
of the month—stills of top name stars posed 
with gas appliances—were sent out in an ef- 
fort to get nationwide coverage. In addition, 
207 publicity pictures of gas appliance use in 
Hollywood were released to manufacturers, 


gas companies, associations and trade journal, 
Six new one-minute television filmed pe 
commercials, produced in 1954, are now be; 
sold. Six Promotionotes from the Bureau wer 
edited and mailed during 1954, to intereste4 
personnel of A. G. A. member companies, 

Promotional prospects for the New Yey 
1955, bid fair. Now being filmed is “Wom 
on the Beach”, starring Joan Crawford, This 
movie uses the most attractive modern kitchen 
set ever designed for a Hollywood production 
Also, planned television film production yij 
almost double the record of 1954—111 shoy; 
are planned this year in comparison to 64 lg 
year. 

This program is being carried out by 
about 50 film production companies. 

Keeping the most modern gas appliances 
constantly before the eyes of American TY 
viewers, movie-goers and consumers who will 
see the productions, will be the gigantic tas 
of the Bureau in 1955. 


A.G.A. announces new publications during January 


ISTED BELOW are publications released 
during January, and up to closing time 
of this February issue of the MONTHLY. 
Information in parentheses indicates audi- 
ences for which each publication is aimed. 


ACCOUNTING 

* Proceedings of National Conference of 
Electric and Gas Utility Accountants, 1954 
(for utility accountants). Prepared under 
the sponsorship of A. G. A. Accounting 
Section and EEI Accounting Division. 
Available from American Gas Association 
Headquarters, New York, $6.00 to mem- 
bers; $10 to non-members. 


GENERAL MANAGEMENT 


¢ Rate Adjustment Clauses by F. Douglas 
Ripley, chairman of Subcommittee on Rate 
Adjustment Clauses, 1954 Rate Committee. 
Available from A. G. A. Headquarters, 
New York, 50 cents to members; $1.00 to 
non-members. 


LABORATORIES 


¢ American Standard Installation of Gas 
Piping and Gas Appliances in Buildings, 
Z21.30-1954 (for utilities, manufacturers, 
dealers, code authorities, servicemen). Spon- 
sored by A. G. A. Laboratories, and avail- 
able for 25 cents from either the Associa- 
tion’s Laboratories in Cleveland or Head- 
quarters in New York. 


OPERATING 

* Recent Developments in Atmospheric 
Pollution DRCL Report 148, CEP-54-23 by 
Morris Katz, Defense Research Chemical 
Laboratories, Ottawa. Available from A. G. A. 
Headquarters, 25 cents per copy. 


¢ Pipeline Gas from Coal by E. J. Pyrcioch, 
H. A. Dirksen, C. G. von Fredersdorff and 
E. S. Pettyjohn, Institute of Gas Technology, 
Chicago. Available from A. G. A. Head- 
quarters, 25 cents per copy. 


¢ Report to Operating Section on A. G. A. 
Safety Code Activities OS-54-7, by F. A. 


Battelle builds to conduct large scale industrial 


HE FIRST UNITS of facilities for an ex- 

panded program of pilot-plant and large- 
scale research for American industry are near- 
ing completion at Battelle Institute’s recently 
purchased 400-acre site just outside Columbus, 
Ohio. They will be ready for installation of 
equipment in the next 30 days. 

The new facilities will be used primarily 


Prepare bibliography for 


N “ANNOTATED Bibliography of Audio- 

Visual Aids for Management Development 
Programs” is one of the special preparations 
being made for the Fourth Utility Manage- 
ment Workshop and Sixth Industrial Research 
Conference. The workshop and conference 
will be held in Columbia University’s Arden 
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for large-scale studies in chemical engineer- 
ing, metallurgy, and minerals processing. 
Provided initially in the $300,000 con- 
struction program are two major buildings, 
totaling 13,000 square feet and designed 
specifically for large-scale experimental work. 
Ample water, natural gas, and electric power 
have been provided to meet any foreseeable 


Columbia management 


House, Harriman, N. Y., in May and June. 
(See A. G. A. MONTHLY, December 1954, 
page 34.) 

The new bibliography follows an exten- 
sive study of new educational films, film strips, 
and recordings. According to Professor Robert 
Teviot Livingston, director of workshop and 


Hough, chairman Subcommittee No. 8, on 
Gas Transmission and Distribution Piping 
ASA B31.1. No charge. 


* Remote Operation of a Gas Pipeline $y 
tem by T. R. Rhea and E. W. Kenefake 
General Electric Co., Syracuse, New York 
No charge. 


RESEARCH 


¢ Outdoor-Air Supply and Ventilation of 
Furnace Closet Used with a Warm-Air 
Heating System—University of Illinois Eo- 
gineering Experiment Station Bulletin 427 
(for manufacturers, utilities, architects). 
By R. W. Roose, N. A. Buckley, Seichi 
Konzo, available from A. G. A. Headquar- 
ters for 70 cents a copy. 


STATISTICAL 


¢ Monthly Bulletin of Utility Gas Sales— 
December 1954 (for gas companies, finan 
cial houses, security analysts). Prepared by 
and available from A. G. A. Bureau of Ste 
tistics, free. 


research 


pilot-plant need. Additional buildings are 
contemplated and will be custom built to fill 
specific industry needs as they arise. 

The new construction is in addition to the 
Institute’s recently announced $1.5 million 
program for the establishment of ‘facilities 
for the study of peacetime applications o 
nuclear energy. 


workshop 


conference, it lists and describes films and se 
cordings which have specific value for exec 
tive training and management development 
programs. It is said to be the only bibliography 
in print in this specialized field. It is available 
from Research Service, 353 West 57 St., New 
York 19, N. Y. for $2.50 a copy. 
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MERICAN GAS ASSOCIATION'S Com- 
Wvncrcial Cooking Bureau, in cooperation 
with The Brooklyn Union Gas Co., recently 
ed two baking demonstrations in an ef- 
fort to show the advantages of gas cooking to 
specialized groups. 
Staged at the request of the director of the 
New York City board of education’s school 
tunch program, the sessions were attended by 
shout 200 dieticians and food managers from 
the city’s junior and senior high schools. Both 
two-hour sessions were held in the utility 
company’s auditorium. 

A demonstrator from Pillsbury Mills 
showed the group how to prepare different 
types of premixed cakes, biscuit and muffin 
preparations. The food was baked before the 
audience in a Blodgett gas deck oven which 
had been installed by Brooklyn Union. 

Because of the success of these demonstra- 
tions and the widespread interest in school 
junches, it is planned to continue this type of 
demonstration in a number of major cities to 
promote the use of gas and gas equipment to 
school lunch authorities. 


New school uses heavy 


ONFIRMATION of the trend to heavy duty 
water heaters being used to supply large 
volumes of hot water in commercial installa- 
tions—completely independent of building 
heating plants—is seen in the hot water service 
set-up in a new Western Pennsylvania School. 
Authorities of the elementary school built 
ina suburb of Johnstown, installed a multi- 
coil gas water heater, made by Ruud Manufac- 
turing Co., Pittsburgh, for their new $667,000 
structure. 


School lunch managers attend A.G.A—Brooklyn Union bake schoo! 





Pillsbury Mills representative shows results of properly prepared and baked premixes at demonstration 
in Brooklyn Union auditorium before New York City school dieticians and food managers. Two mem- 
bers of audience inspect gas oven in background, installed especially for the A. G. A.-utility sessions 


duty water heater to satisfy needs 


The water heater is designed to take care 
of not only the present hot water needs of the 
625 students but of greatly expanded needs 
when the school is later enlarged to accommo- 
date 200 additional students. 

Greater flexibility of the separate gas water 
heater, which is piped to a 1,050-gallon insu- 
lated storage tank, led to its choice over using 
coils in two new commercial steel boilers in 
the basement for the hot water needs. 

In warm weather, water can be heated with- 


New Englanders! Write to win NEGA prize 


HE NEW ENGLAND Gas Association has 

worthwhile prizes waiting for five winners 
of its forthcoming essay contest on “What 
NEGA Means to Me and Thus to My Com- 
pany”. Prizes are $75, $50 and $25, plus three 
honerable mentions of $10 each. 

All articles must be at NEGA Headquarters 
not later than March 1, so that prizes can be 
awarded at the association’s annual meeting in 
Boston, March 24-25. 

All of NEGA’s 1,400 members are eligible 


to enter the contest. Articles should not be 
longer than 1,200 words; three copies should 
be double-spaced typewritten on one side of 
paper; essays should be accompanied by a 
separate sheet bearing contestant’s signature, 
company name and department. The essays 
must be prepared by the contestant without 
editorial help. For further information about 
the contest, NEGA members are urged to con- 
sult their association headquarters, 10 New- 
bury Street, Boston. 


A.G.A. honored for industrial contribution 


MERICAN GAS Association has been 
, honored with an award which recognizes 
ts contribution to the automobile industry. 
General Motors, on the occasion of the pro- 
duction of its 50 millionth car at the 


Chevrolet Assembly Plant in Flint, Mich., 
cited American Gas Association for its ““mem- 
bership on a production team responsible for 
an achievement unparalleled in industrial his- 
eee aed 


Hope Natural Groups win A.G.A. safety awards 


FMPLOYEES of the meter department and 
Hastings Station, Hope Natural Gas Co., 
West Virginia, have been honored for their 
safety achievement records. 
As of June 30, 1954, the meter department 
«mployees completed 1,402,654 manhours and 
‘mployees of the Hastings station completed 


ISSUE OF FEBRUARY, 1955 


1,053,176 manhours. 

At a turkey dinner party and celebration, 
W. W. Mayfield, vice-president of the com- 
pany, presented American Gas Association 
safety merit awards to L. G. McIntyre for the 


Hastings employees and C. G. Moorhead for ” 


the meter department. 


out firing one of the heating boilers and with- 
out attention from operating personnel. Since 
natural gas is the fuel for the space heating, an 
added advantage in operating costs was seen 
through use of the gas water heater. 

In the school’s heating system, the hot water 
flows by gravity circulation from the water 
heater in the basement boiler room to the tank 
on a basement mezzanine. The school has re- 
ceived recognition from educational groups as 
a “model’’ building. 


Gas use increases 
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In 1954, natural gas contributed over nine 
quadrillion Btu, more than 23 percent of na- 
tion’s energy supply, triple its use in 1941 
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Highlights of cases before Federal Power Commission 


Bureau of Statistics, American Gas Association 


Rate cases 


@ Alabama-Tennessee Natural Gas Com- 
pany: The FPC has permitted a suspended 
$74,000 or 5.3 percent annual increase in 
wholesale natural gas rates to become ef- 
fective, subject to refunds of any amounts 
subsequently disallowed by the FPC. These 
rates would effect 13 wholesale customers 
in Alabama, Mississippi and Tennessee. 


@ Atlantic Seaboard Corporation: The 
FPC has issued orders permitting a sus- 
pended $755,000 per year wholesale natural 
gas rate increase to become effective. The 
rate increase was granted on the basis of 
the recent increase granted to United Fuel 
Gas, its supplier. 


@ Central Kentucky Natural Gas Com- 
pany: The FPC has permitted a suspended 
$461,000 annual wholesale natural gas rate 
increase to become effective. Central Ken- 
tucky had originally based its application 
for an increase on the recently granted rate 
increase of its supplier, United Fuel Gas 
Company. 


@ East Tennessee Natural Gas Company: 
The FPC has permitted a proposed $274,000 
annual wholesale gas rate increase to be- 
come effective subject to any refunds of 
amounts subsequently disallowed by the 
Commission. The rate increase was based 
on the recent rate application by its sup- 
plier, Tennessee Gas Transmission. 


@ Hope Natural Gas Company: The FPC 
has permitted a proposed $1.1 million an- 
nual wholesale gas rate increase to be- 
come effective subject to any refunds of 
amounts subsequently disallowed by the 
Commission. The increase was based on in- 
creased rates filed by its supplier, Tennessee 
Gas Transmission. 


@ Kansas-Nebraska Natural Gas Company: 
The FPC has approved a proposed settle- 
ment under which Kansas-Nebraska will re- 
duce the amount of its proposed wholesale 
natural gas rate increase from $694,000 to 
approximately $372,000 annually. The new 
rates affect five wholesale customers, all in 
Nebraska. 


@ Lake Shore Pipeline Company: The FPC 
has permitted a suspended $46,000 annual 
wholesale rate increase to become effective 
subject to refunds of any amounts subse- 
quently disallowed by the Commission. 


@ Northern Natural Gas Company: The 
FPC has permitted a suspended $8.1 million 
or 10.4 percent increase in annual whole- 
sale rates to become effective subject to 
refunds of any amounts subsequently dis- 
allowed by the Commission. The increase 
is premised upon a 614 percent rate of re- 
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turn and would affect 35 wholesale custom- 
ers in Iowa, Kansas, Minnesota, Nebraska 
and South Dakota. Northern’s increase is 
based mainly on claimed costs of new plant 
facilities which will enable company to 
up capacity from 1,007 million cubic feet 
per day to 1,100 million cubic feet. 


@ Tennessee Gas Transmission Company: 
The FPC has issued an order making ef- 
fective a suspended $8.6 million or 6.6 
percent increase in wholesale natural gas 
rates subject to refunds of any amounts 
subsequently disallowed by the Commission. 
Tennessee based its increase on the in- 
creased cost of purchased gas. Tennessee 
serves approximately 70 wholesale custom- 
ers in Connecticut, Kentucky, Louisiana, 
Massachusetts, Mississippi, New Hampshire, 
New York, Ohio, Pennsylvania, Rhode Is- 
land, Tennessee and West Virginia. 


@ Tennessee Natural Gas Lines Inc.: The 
FPC has issued an order permitting Ten- 
nessee Natural to put into effect a $184,000 
suspended wholesale gas rate increase, sub- 
ject to any refunds of any amounts subse- 
quently disallowed by the Commission. The 
increase in rates was occasioned by the re- 
cent approval of increased rates for its sup- 
plier, Tennessee Gas Transmission. 


@ Transcontinental Gas Pipeline Corpo- 
ration: The FPC has permitted Transcon- 
tinental to substitute a $4 million whole- 
sale gas rate increase for a previously sus- 
pended $3.2 million increase. The proposed 
$3.2 million increase was suspended by an 
FPC order issued November 26, 1954. 
Transcontinental, however, on November 
26, filed revised tariff sheets proposing an 
additional $796 thousand increase, based 
on additional rate increase filings by its 
suppliers. The rate increase would affect 
60 wholesale gas customers in New York, 
New Jersey, Pennsylvania, Maryland, Vir- 
ginia, North Carolina, South Carolina, 
Georgia and Alabama. 


@ United Fuel Gas Company: The FPC 
has permitted a suspended $2.7 million 
wholesale rate increase to become effective 
subject to refunds of any amounts subse- 
quently disallowed by the Commission. The 
increase was permitted to become effective 
because of the recent increase granted to 


. Tennessee Gas Transmission, United Fuel’s 


supplier. 


@ In other rate proceedings, the FPC in the 
period from December 7, 1954 to January 
10, 1955 suspended rate increase applica- 
tions of 25 independent producers, totaling 
$2.3 million. During this same period the 
Commission allowed 347 independent pro- 
ducer applications for gas rate increases 
totaling $2.2 million to become effective. 
The allowed increases were based on fa- 
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vored-nation clauses, periodic increases 4 
contained in contracts, increased taxes 
as a result of contract renegotiations. 

In addition to the above rate Proceedings 
the FPC suspended a $514,000 annual nap, 
ral gas rate increase by Ker-McGee Oil In 
dustries, Inc., for sales to Phillips Petroleun 
Company. In another action the FPC sy. 
pended two proposed rate increases by 
Phillips Petroleum Co., one for $3549) 
affecting Michigan-Wisconsin Pipeline Cop, 
pany and the other for $224,000 affecting 
Northern Natural Gas Company. 


Certificate cases 


@ Alabama-Tennessee Natural Gas Con. 
pany: The FPC has authorized Alabam. 
Tennessee to construct about four miles of 
pipeline and an additional 350 horsepower 
in compressor capacity and purchase a ney 
meter station on its natural gas transmis. 
sion system in Alabama and Mississippi, 
Total estimated cost of the construction 
is $186,000. 


@ El Paso Natural Gas Company: The 
FPC has granted temporary authority to 
El Paso Natural to construct approximately 
74 miles of natural gas pipeline and to in 
stall 6,925 additional compressor hors. 
power on its system in Texas, New Mexico 
and Arizona. Total estimated cost of the 
project is $13.9 million. The company also 
will construct a fractionation plant, pipe 
lines, and underground storage facilities, 
additions to various gathering systems, and 
other structures and auxiliary equipment 
for product extraction. 


@ Tennessee Gas Transmission Company: 
The FPC has authorized Tennessee Gas to 
build about 243 miles of 24-inch line from 
the Hebron storage field in Potter County, 
Pa., extending to a connection with existing 
facilities near Greenwich, Connecticut. Ten 
nessee also will build about 18 miles of 
24-inch line connecting the Hebron field 
with the Harrison storage field facilities in 
Potter County, Pa., and Steuben County, 
New York. These facilities will be used in 
part to render service to companies in the 
New York-New Jersey area under a tt 
cently approved compromise agreement 
with Transcontinental Gas Pipeline for serv- 
ice in the Metropolitan New York area. The 
estimated cost of this project is $28.7 mil- 
lion. 

In another proceeding the FPC author. 
ized Tennessee Gas in conjunction with 
Iroquois Gas Corporation to develop the 
Colden Storage Field in Erie County, N. Y. 
with an estimated capacity of 10 billion 
cubic feet of active gas. Tennessee will a 
quire from Iroquois an undivided one-half 
interest in the facilities. Estimated cost 8 
$2.7 million for Iroquois and $8.0 million 
for Tennessee, including base storage 84. 
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jn still another proceeding the FPC au- 
ized Tennessee Gas in conjunction with 
New York State Natural to develop and 
jointly operate underground storage facili- 
ties in northern Pennsylvania and southern 
New York. Tennessee will acquire from 
New York State Natural an undivided one- 
half interest in the Harrison, Ellisburg and 
State Line storage pools, located in Potter 
County, Pa. and Allegheny and Steuben 
Counties, New York. The estimated cost 
of this project to Tennessee is $6.6 million. 


@ Texas Eastern Transmission Corpora- 
tion: The FPC has authorized Texas East- 
em and New York State Natural to con- 
struct, operate and acquire additional un- 
derground storage facilities as part of their 
joint Oakford storage project in Westmore- 
land County, Pennsylvania. The companies 
also plan to acquire a 2,000 horsepower 
feld gathering compressor station from 
The Peoples Natural Gas Company and then 
to install an additional 1,980 horsepower 
at this station. Total estimated cost of all 
the facilities is $1.2 million, to be shared 
equally between Texas Eastern and New 
York State Natural. 


@ Texas Gas Pipe Line Company: The 
FPC granted company permission to con- 


struct about two miles of 1234 inch pipe and 
a 1,600 horsepower compressor station. 
These facilities will connect with those of 
Transcontinental Gas Pipeline. Estimated 
cost of the project is $1.1 million. 


@ Transcontinental Gas Pipeline Com- 
pany: The FPC has authorized Transconti- 
nental to construct about 25 miles of 12- 
inch pipe in Louisiana, extending from its 
main transmission line in Calcasieu Parish 
to the proposed Cameron Parish connection 
with Texas Gas Pipe Line’s facilities. The 
cost of this project is estimated to be $1.1 
million and will enable Transcontinental to 
gain access to additional natural gas re- 
serves in Chambers, Jefferson, Orange and 
Galveston Counties, Texas. 

In another proceeding before the FPC, 
Transcontinental submitted a revised plan 
for construction of facilities which would 
increase natural gas deliveries by a total 
of 83.0 million cubic feet per day to 36 
existing customers and two new customers. 
In its earlier filing, Transcontinental pro- 
posed a total increase in deliveries of 69.4 
million cubic feet per day to 32 existing 
customers. The revised project includes a 
total of 361 miles of 36- and 30-inch pipe 
paralleling sections of Transcontinental’s 
existing system, a total of 9,600 horsepower 


to be installed in two new compressor sta- 
tions, and additional metering stations. 
Total estimated cost of the new facilities 
would be $48.2 million. 

In still another proceeding, the FPC ap- 
proved-an application by Transcontinental 
to construct about 173 miles of 30- and 36- 
inch loop line, paralleling sections of its 
existing system, plus a total of approx- 
imately 58 miles of 12- and 16-inch line. 
These facilities, together with additional 
compressor capacity at existing stations, 
will enable Transcontinental to increase its 
system capacity by 37.3 million cubic feet 
of gas per day to supply additional gas to 
its New York-New Jersey area customers. 
The estimated cost of this project is $29.7 
million. 


@ In other FPC proceedings four more 
companies were exempted from FPC reg- 
ulation under the Hinshaw Amendment. 
Those exempted were the Frankfort Ken- 
tucky Natural Gas Company, New Jersey 
Natural Gas Company, The Philadelphia 
Electric Company and the Pueblo Gas and 
Fuel Company. The Commission has now 
exempted 51 companies, and partially ex- 
empted two others from jurisdiction under 
Section I (c) of the Natural Gas Act. 


Columbia plans million-dollar building for service company 


E COLUMBIA Gas System Service Cor- 
poration will build a two-story, air-condi- 
tioned office building in Marble Cliff, a suburb 
of Columbus, Ohio. Columbia has purchased 
15 acres of land along the Scioto River for the 
new building. 
Robert B. Milne of New York, vice-presi- 
dent in charge of buildings and real estate for 


Sell 1,000th text 


NROLLMENTS in the Institute of Gas 

Technology Home Study Course, Natural 
Gas Production and Transmission, and sales 
of the text as a reference work, passed the 
1,000 mark in December, less than two years 
since the course was first made available. 

The 1000th copy of the text, to be dis- 
tributed on a bona fide enrollment or order 
(and exclusive of copies given to contributors 
and reviewers) was sent to Wilbur R. Max- 
einer, Oklahoma Natural Gas Co., Tulsa, 
Okla., an enrollee. A few days later the 150th 
“Certificate of Accomplishment” for satisfac- 
tory completion of the course was issued. The 
student who received it is B. C. Holman of 
the Minneapolis Gas Company. 

The reception which the gas industry has 
given the course attests to its value; dozens 
of companies have made it a part of their em- 
Ployee-training programs, and have solicited 
more than half of the total enrollments. 

To any company which has not yet investi- 
gated the course’s potentialities in the train- 
ing of its employees, the Institute will be 
pleased to send a copy of the text on approval, 
for inspection. The Institute will also furnish 
a brochure describing the course. 
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the corporation and its parent, The Columbia 
Gas System, Inc., said the new structure will 
cost approximately a million dollars. 

In addition to an ultimate 225-person capac- 
ity, the building will house the system’s Mc- 
Ilroy Pipeline Network Analyzer. The ana- 
lyzer, a complex electronic machine, is used 
by the entire system for fast, accurate solutions 





Industrial Committee compiles standards 


to difficult gas distribution problems. The new 
building will house a staff of engineers, a 
systems and methods department, a stationery 
department, purchasing department, and 
eventually a new electronic accounting de- 
partment which will serve the entire System. 

The building is expected to be completed 
and ready for occupancy by the fall of 1956. 





Industrial Gas Practices Committee makes progress in compiling standards for installation of industrial 
and commercial piping at meeting in New York. Material will soon be issued as recommended good 
practice requirements as first step in making an American Standard. Committee members, seated |. to 
r.: M. A. Combs, New York; A. D. Frydendall, Chicago; E. L. Spanagel, chairman, Rochester; R. L. Davis, 
Baltimore; A. H. Cramer, Detroit; R. N. Buck, Cleveland. Standing, |. to r.: R. A. Himmelman, Chicago; 
R. A. Modlin, Cleveland; R. C. LeMay, Philadelphia; P. W. Craig, Pittsburgh; J. M. Robertson, Houston; 
L. W. Crump, Tulsa; F. N. Whittemore, Hartford; G. W. Brahmst, Boston; D. A. Campbell, Rockford 
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Manufacturers announce new products and promotions 


PRODUCTS 


@ A new line of gas fired warm air fur- 
naces, including a 150,000 Btu input model 
offered as a vertical unit for closet installa- 
tion, has been announced by the Coleman 
Co., Wichita, Kansas. When used as a heat- 
ing and cooling system, the new models can 
be supplied with special blowers, combina- 
tion heating and cooling thermostats and 
relay boxes. 


@ A solenoid valve which uses a spring- 
loaded synthetic valve and introduces other 
new features to assure more positive seal-off 
is being marketed by Minneapolis-Honey- 
well Regulator Company. The “soft-seat”’ 
valve, made of Buna N rubber, is said to be 
so durable it should never need replacing, 
yet is soft enough to help reduce the pos- 
sibility of leakage. Available in 34-inch, 14- 
inch and 34-inch sizes. 


@ Popular priced built-in gas ovens, broil- 
ers and separate surface cooking units are 
being offered by Martha Washington Dis- 
tributing Company. Company gives specifi- 
cations and installation data in a four-page 
brochure, available from its headquarters at 
163 Avenue A., Bayonne, New Jersey. 


@ Welbilt Stove Company has announced 
the availability of a “matchless” gas range 
which will be part of its 38-inch deluxe se- 
ries. This series, one of three offered by the 
company, features a built-in rotisserie. 


@ Magic Chef is concentrating on 11 basic 
gas range models this year, with variation 
in its deluxe series. These deluxe models 
will include a new cool pilot ignition sys- 
tem, plus other company developments as 
the swing-out broiler, deodorizing lamp, red 
wheel oven regulator. 


@ The new Norge gas ranges were de- 
signed with the demands of the frozen food 


Newspaper supplement 


gett eererap bee of a 2,000 home project, 
each with built-in gas cooking equipment, 
was the subject of a special Sunday supplement 
in the Philadelphia Inquirer on November 21, 
1954. The promotion was another example of 


Pennsylvania natural gas utilities plan expansion 


ATURAL GAS utilities plan to spend 

$39,504,750 in 1955 for improvement 
and expansion of gas service in Western 
Pennsylvania, the Pennsylvania Natural Gas 
Men’s Association has announced. This 
represents an average capital outlay of ap- 
proximately $42.00 for each of the more 
than 950,000 natural gas customers in the 
area, 

As in recent years, largest portion of the 
projected capital expenditures for 1955 is 
budgeted for additions to transmission pipe- 
lines and continued expansion of under- 
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age in mind! Extra large ovens (more than 
four cubic feet), for those homemakers who 
bake for the freezer as well as for the table 
are incorporated in 30- and 36-inch ranges. 
In addition, range tops have been restyled. 


@ The glass back panel and chrome trim 
styling are the outstanding attractions of 
the new 1955 Hardwick gas range. Hard- 
wick is including its pin-point pilot on all 
models, while automatic oven lighting and 
100 percent safety shut-off are available on 
most models. 


@ Caloric Appliance Corporation combines 
design, color treatment and flexibility in its 
new line of gas appliances. Peter Muller- 
Munk, noted designer, worked with the 
company in designing the new range models, 
which include new back guard and door 
panels, recessed control knobs. There are 
ovens in three different widths: 13-inch, 
16-inch and 20-inch. Some Caloric ranges 
have two ovens, high broiler, rotisserie, up 
to six burners, automatic oven and broiler 
lighting. Needle pilots are used: with all 
surface burners. Caloric is again offering 
its built-in gas range units. 

The new Caloric clothes dryer comes in 
a standard and a deluxe model. The deluxe 
model is fully automatic with single knob 
control while standard model provides au- 
tomatic operation with either constant burn- 
ing pilot or push-button ignition. Dryers 
use less heat, more air, contain nylon knit 
lint screen, 

Caloric will continue to manufacture two 
models of its gas-fired incinerator—both 
of which comply with the requirements of 
American Gas Association. Incinerators will 
take care of newspapers, boxes, flower trim- 
mings, old shoes, bones—everything but 
glass or metal. Incinerator requires flue at- 
tachment for venting. Special feature enables 
incinerator to automatically handle excep- 
tionally wet refuse or very dry materials, 
such as gift wrappings. 


plugs gas home project 


cooperation between Public Service Gas and 
Electric Co., Newark, N. J., and builders, 
architects and suppliers. 

The supplement was devoted to the Wood- 
crest project, adjoining Haddonfield, N. J., to 


ground gas storage reservoirs to meet 
winter peak-load demands for gas space 
heating. Company budgets indicate expendi- 
ture of $7,202,100 for transmission and 
$7,785,000 for storage, for a total outlay of 
$14,987,100 to improve gas supply facili- 
ties. This is exclusive of capital outlays 
totaling additional millions of dollars for 
expanding natural gas deliveries to Penn- 
sylvania to be made in 1955 by the national 
pipeline companies. 

The search for additional natural gas in 
the Appalachian area (Western Pennsyl- 


PROMOTIONS 


@ A new sound slide film, “Serving Up 
Sales” prepared by Anetsberger Brothers, 
Inc., Northbrook, Ill., is specially slanted 
for dealer presentations. The food Serving 
equipment dealer's film is only 20 minutes 
in length, familiarizes viewers with struc. 
tural and functional features of its fryers 
grillators, hot plates, food warmer, and 
other pieces of equipment in the line. Film 
is a modern and practical approach to sales 
training because it explains workings of 
each unit in detail, giving salesman knowl. 
edge of operations. One A. G. A. version 
does not include the Anets name in narra. 
tion, thus can be shown without prejudice 
to dealers of other brand-name equipment, 


@ Coleman Co., Inc., is shipping all models 
of its Vit-Rock water heater with a $500 
warranty bond attached to the manufac. 
turer’s standard 10-year warranty. The bond 
guarantees that the system, installed ac. 
cording to the manufacturer’s recommenda- 
tions, will maintain specified temperatures 
throughout the house. 


@ Ruud Manufacturing Co., Pittsburgh is 
offering a home service file, believed to be 
a gas industry “‘first’’. File includes special 
bulletins, booklets and other material to 
help the utility home service director en- 
large her activity in the A. G. A. New 
Freedom Gas Laundry Program. 

A hard-hitting brochure ‘Seventeen Mii- 
lion Automatic Gas Water Heaters Can't 
Be Wrong” also has been offered by Ruud 
Manufacturing Company. Brochure ana- 
lyzes the water heater market and prescribes 
action to secure that market for gas. Anothet 
Ruud brochure is “The Record of Ruud Au- 
tomatic Gas Water Heaters in Public Hous- 
ing,” a 24-page booklet giving factual and 
photographic record of domestic hot water 
service in 59 public housing project installa- 
tions coast-to-coast. 


be built by 20th Century Construction Com- 
pany. Previously Public Service sponsored a 
similar supplement in the New York Times, 
which featured an all-gas Blue Flame Home 
built as a model in northern New Jersey. 


in 1955 


vania, West Virginia and Kentucky) and 
the drilling of new production wells have 
been allotted $9,056,500 in the PNGMA 
member-company budgets. 

This total likewise is exclusive of unbudg- 
eted outlays by independent drillers and pr0- 
ducers. 

Enlargements and additions to utility dis- 
tribution systems to serve new customers 
and meet the growing gas needs of present 
consumers will cost $12,699,500 in 195). 
Miscellaneous capital outlays for offices, watt 
houses, equipment, etc. total $2,761,650. 
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ITIZENS GAS and Coke Utility, Indian- 
( apolis, has announced that construction of 
anew office building will begin soon. Dean T. 
Burns, general manager, said the new building 
was made necessary by the expiration of the 
utility's 20-year lease on its present quarters on 
January 1, 1957. 

Mr. Burns said the proposed building would 
cost approximately $700,000 and that it would 
not be necessary for the company to borrow 
any money, as funds for this purpose have been 
set aside out of earnings for the past several 


indianapolis utility to build new home 


years. He said that consolidation of engineer- 
ing, accounting and dispatching activities, to- 
gether with administrative and sales depart- 
ment, would result in an operating savings. 

The new building will contain approxi- 
mately 50,000 square feet, in contrast to the 
31,000 square feet in the present quarters. Ar- 
rangements also have been made to provide 
ample space nearby for appliance and bill-pay- 
ing customers, although it is possible the 
utility may also maintain a small showroom 
in the city for these purposes. 


Tennessee offers corrosion course 


UNDAMENTALS of corrosion are to be 

stressed during the three-day University of 
Tennessee Corrosion Conference scheduled to 
be held March 1-3. Subjects included will be 
catastrophic corrosion, liquid and metal cor- 
rosion, use of plastics and plastic liners for cor- 
rosion protection, principles of cathodic 


corrosion, passivation of stainless steels and 
nature of metals and alloys. 

Four simultaneous round tables are planned 
on corrosion control practice on atmospheric 
corrosion, high temperature corrosion, cor- 
rosion by chemical solutions and underground 
corrosion. 


Chicago consultants merge 


HE firms of Jay Samuel Hartt, consulting 

engineers and Middle West Service Co., 
both of Chicago, have been merged under the 
name of Middle West Service Company. Of- 
fices will be maintained at both 327 South 
LaSalle St., and 20 North Wacker Drive dur- 
ing the next three months while office space 
at the latter address is being provided. There- 
after, all business will be conducted at 20 


Magazine offered 


ONSTRUCTION IS a 50 billion dollar 

business—by far the largest of all indus- 
tries—and a vital force in promoting a sound, 
expanding economy. 

A new federal government publication Con- 
struction Review gives pertinent statistics on 
this industry in city, state and nation. Con- 
struction Review replaces two publications no 
longer available, the Department of Labor's 
Construction and Construction and Building 
Materials, by the Department of Commerce. 

Construction Review, a joint monthly pub- 
lication of the two departments, contains the 
major statistical series compiled by the federal 
government and some private sources in the 
field of construction. These include: new con- 
struction volume, housing starts, forecasts, ma- 
tetials, prices, repair expenditures, contract 
awards, employment, hours of work, federal 
legislation, labor requirements, union, wages, 
apprenticeship, materials production, analyti- 
cal articles, cost indexes and weekly earnings. 

Construction Review is available at $3.00 
pet year Domestic and $4.00 Foreign from the 
Government Printing Office, Washington. 


Build laboratory 


= NATURAL GAS Pipeline Company of 
America and its companion companies have 
announced the completion of a new control 
and testing laboratory near Joliet, Illinois. 
Laboratory work formerly was carried on at 
the company’s Fritch, Texas, plant. 
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North Wacker Drive, Chicago. 

The heads of both organizations are to re- 
main active in the merged company. Edwin 
Vennard will be president of the company and 
Jay Samuel Hartt will be chairman of the ex- 
ecutive committee. Rodman McClanahan will 
continue as executive vice-president. Mr. Hartt 
and Mr. McClanahan are members of Amer- 
ican Gas Association. 


House organ wins 





“Watts ‘n’ Therms,” employee magazine of 
Rockland Light and Power Co., Nyack, N. Y., 
is honored with award by ‘Bergen (N. J.) 
Evening Record” and Bergen County Cham- 
ber of C ce, sp s of recent em- 
ployee publication contest. At presentation 
ceremony are (I. to r.): D. C. Borg, newspa- 
per’s publisher; C. W. Caldwell, L. A. Lov- 
ett, both of Rockland Light and Power, 
and A. M. Harris, Ford Motor Company 





Southern Counties celebrates meter connection 





For the third time in less than two years, rapidly expanding Southern Counties Gas Co., Los 
Angeles, celebrates the connection of a 100,000th meter in one of its operating divisions. Among 
the 400 civic and business dignitaries on hand to watch Guy W. Wadsworth, Jr. (left), gas 
company president and general manager turn on “gold” meter in a Santa Ana model home 
featuring a New Freedom Gas Kitchen, were (left to right): Justine M. Kennedy, manager, 
Orange County Div.; James A. Millen, vice-president; Jerrold Q. Abel, controller and treasurer; 
Frank B. Wright, vice-president; Jay Davis/ Jr., vice-president; Ludlow Shonnard, vice-president 
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G. MONTGOMERY, Jr., Oil City, Pa., 
. was elected president of United Natural 
Gas Co., The Mars Co. and The Sylvania 
Corporation. He succeeds H. S. Rose who 
retired as president following 52 years of 
service with the companies. 

In addition to the new president, the fol- 
lowing officers were elected: L. A. Brown, 
comptroller; J. A. Comet, vice-president; 
H. B. Wood, vice-president; H. C. Rose, sec- 
retary and treasurer; F. P. Ginkel, assistant 
secretary and assistant treasurer; F. F. Thurs- 
ton, assistant secretary; L. J. Fleckenstein, as- 
sistant treasurer; and C. P. Garvey, purchasing 
agent. 

Mr. Montgomery, who has had 30 years’ 


Personal 


and 
otherwise 


Montgomery succeeds Rose at United Natural Gas 






service with UNG and its associated com- 
panies, is a graduate of West Virginia Univer- 
sity where he majored in geology and oil 
and gas production. He also earned a 
Master's degree in mining engineering at 
the same university. 

Prior to joining UNG, he was an in- 
structor of physics at West Virginia Uni- 
versity. Later he was employed about four 
years by Empire Gas & Fuel Co., Bartles- 
ville, Okla., and by Hope Natural Gas Co., 
Pittsburgh, for one year. 

Mr. Montgomery entered UNG’s employ 
as chief geologist on June 8, 1925. In 1928, 
he was appointed superintendent of pro- 
duction and transmission, retaining the po- 





sition of chief geologist. He was elected, 
director of UNG and vice-president o 
The Sylvania Corporation in January 1933, 
In 1939, he was elected a vice-president of 
UNG and a director and vice-president of 
The Mars Company. On October 1, 1953 
Mr. Montgomery was elevated to the office 
of executive vice-president of UNG, Mar 
and Sylvania and on December 15, 1954 
he was elected a director of National Fuel 
Gas Co., parent of the three companies, 

Mr. Montgomery is a director of Pennsyl- 
vania Natural Gas Men’s Association,  } 
member of American Gas Association, Ep. 
gineers Society of Western Pennsylvania 
and American Petroleum Institute. 


Conover heads Pittsburgh Chamber of Commerce 


Alsser W. CONOVER, president of Equi- 
table Gas Co., has been elected president of 
the Pittsburgh Chamber of Commerce for 
1955. Mr. Conover, whose term of office be- 
gan January 1, has directed Equitable since 
1950. Immediately prior to his appointment as 
Equitable’s president, he served as president 
and general manager of the North Shore Gas 
Co., Waukegan, Illinois. 

A past director of the American Gas Asso- 


Whittelsey and Poor advance at Ford, Bacon & Davis 


ORD, BACON & Davis, Inc., have an- 
nounced that Charles C. Whittelsey has 
been advanced to the position of executive vice- 
president, having formerly been vice-president 
in charge of the firm’s construction activities. 
He will also continue as executive vice-presi- 
dent of the firm’s subsidiary, Ford, Bacon & 
Davis Construction Corp., Monroe, Louisiana. 
William B. Poor becomes vice-president and 
manager of the construction department. He 
has also been elected a director of the firm, as 
well as a director of the Construction Corpora- 
tion. 

Born in Birmingham, Mr. Whittelsey at- 
tended Washington University, St. Louis, and 
the Missouri School of Mines. He has had ac- 
tive charge of the engineering and construc- 
tion of many of the large-scale projects 
handled by the firm. 


His experience in the oil and gas business 
dates back to 1926 when he joined the firm to 
work on the construction of the Interstate 
Natural Gas Company’s line from Monroe, 
La., to New Orleans. Since that time he has 
been continuously active in the firm’s oil and 
gas work, which includes many of the major 
pipeline projects in the U.S. and Canada. 

Mr. Whittelsey is a member of the Ameri- 
can Society of Mechanical Engineers, the 
American Society of Civil Engineers, the 
American Society of Military Engineers and is 
a registered professional engineer in a number 
of states in the United States and several prov- 
inces in Canada. 

Mr. Poor received his bachelor of science 
degree in mining engineering from Ohio State 
University. Prior to joining the firm in 1948, 
he was chief engineer of Tennessee Gas Trans- 


Evelyn Winkes succeeds Dorothy Pearson 


VELYN M. 

WINKES, former 
regional home econo- 
mist for the Avco 
Manufacturing Co., 
has been named gen- 
eral home service di- 
rector of The East 
Ohio Gas Co., Cleve- 
land. Miss Winkes is 
replacing Mrs. Doro- 
thy Pearson who is 
leaving East Ohio to 
devote full-time to her 
family. 






Evelyn M. Winkes 
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Included in Miss Winkes’ duties will be the 
coordination of activities of the company’s 
home service departments in Cleveland, 
Youngstown, Akron, Canton and Warren. She 
will also be responsible for developing a year- 
round program of cooking and gas appliance 
demonstrations for dealers, and at club meet- 
ings, and homes of East Ohio customers. 

Miss Winkes has been first assistant admin- 
istrative dietician at Charlotte Memorial Hos- 
pital, Charlotte, N. C.; and chief dietician at 
St. Mary’s Hospital, Montreal, Quebec. Miss 
Winkes, a Canadian, is a graduate of Saskatch- 
ewan University. 
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Gas Transmission Company’s system serving 


mission and distribution of natural gas, he has 


Power Commission, the Conservation Board 
of the Province of Alberta and many state reg- 


Metallurgical Engineers, and is a registered 


Southern appoints Clark 


general superintendent of the pipeline firm. 


director of the Southern Gas Association. 


ciation, and a member of the A. G. A. Ad. 
visory Council, he frequently has presented 
industry views on questions of both local and 
national significance. In addition, Mr. Con 
over is chairman of the board, Equitable Gas 
Co.; chairman of the board, South Jersey Gas 
Co.; member of the board of directors, North 
Shore Gas Co.; director, Pennsylvania Natu- 
ral Gas Men’s Association; and member, 
Western Society of Engineers. 


mission Company and for many years was asso- 
ciated with United Gas Pipe Line Company. 
He has had charge of the construction of many 
long-distance, high-pressure natural gas pipe 
line systems, including the Michigan Wiscon- 
sin Pipeline project extending from Texas to 
Detroit and Milwaukee and the Algonquin 


many communities in New England, including 
Boston. Recognized as an expert in the trans 


on many occasions testified before the Federal 


ulatory bodies. 
Mr. Poor is a member of the American Gas 
Association, American Institute of Mining and ) 


professional engineer. 


LIVER W. CLARK has been named a vice 
president of Southern Natural Gas Co, 
Birmingham, Alabama. He will continue 4s 


Mr. Clark started with Southern Natural in 
1934 as a compressor station oiler at Pickens, 
Miss. By 1941 he had moved up to be assistant 
superintendent of compressor stations. After 
World War II service in the Army, he te 
turned to become superintendent of compres 
sor stations. In 1951 he was named general 
superintendent in charge of the company’s Op- 
erating department. 

Mr. Clark is a graduate of Mississippi State 
College in mechanical engineering and is @ 
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Donnelly conducts Servel trade and industry relations 


AMES F. DON- 

NELLY, who has 
been vice-president in 
charge of sales for 
Servel, Inc. since 
1952, has been named 
to the newly created 
position of vice-pres- 
jdent in charge of 
trade and industry re- 
lations. 

In his new job Mr. 
Donnelly will be re- 
sponsible for devel- 
oping and maintain- 
ing the company’s relations with trade 
associations and other industry groups. 

Two such groups in which Mr. Donnelly 





J. F. Donnelly 


has served as an officer and committeeman 
are the Gas Appliance Manufacturers As- 
sociation and the American Gas Associa- 
tion. 

He was president of GAMA in 1952- 
1953, and a member of its board of direc- 
tors in 1940-1942 and 1951-1954. He has 
served on GAMA’s Executive Committee, 
Gas Industry Development Committee, and 
Public Relations Policy Committee. He was 
also chairman of the association’s Water 
Heater Division in 1940-1942. 

Mr. Donnelly is now a member of the 
board of directors of A. G. A., and is a 
member of the utility association’s Gas Re- 
frigeration Committee, and of the Manag- 
ing Committee of the Residential Gas Sec- 
tion. Previously he was a member of 


A. G. A.’s National Advertising Commit- 
tee and Gas Water Heater Committee. 

He is also a member of the Liquefied Pe- 
troleum Gas Association’s National Coun- 
cil for Promotion. 

For 20 years, he was with the Bastian 
Morley Co., of LaPorte, Ind., manufactur- 
ers of water heaters and boilers, as a sales- 
man, later advertising and sales promotion 
manager, and finally as general sales man- 
ager. 

Before joining Servel in 1952, Mr. Don- 
nelly was associated with A. O. Smith Cor- 
poration for nine years, serving successively 
as water heater sales manager, marketing 
director, assistant general manager of the 
Kankakee works and finally acting general 
manager. 


Names in the news—a roundup of promotions and appointments 


UTILITIES AND PIPELINES 


At the East Ohio Gas Co., Cleveland, Law- 
RENCE DITCHBURN has been promoted from 
the post of assistant treasurer and assistant 
secretary to treasurer. WILLIAM HOWELLS 
and FRANCIS WRIGHT have been appointed 
assistant treasurers. HAROLD EcKEs, formerly 
director of public relations, is now director of 
market research. JOHN S. MCELWAIN, now 
sales manager, The New York State Natural 
Gas Co., will be sales manager, East Ohio. 

L. W. COGHLAN has been named comptrol- 
let of Pacific Gas and Electric Co., San Fran- 
cisco, to succeed E. W. Hopces, who retired 
from the post after 37 years service with the 
company, 27 as comptroller. 

J. A. ENGLISH is now manager of the emer- 
gency procedures division, Philadelphia Elec- 
tric Company. Mr. English heads the new 
unit, which will review, improve and estab- 
lish emergency operating procedures. J. 
HENRY LONG was named general superinten- 
dent of the gas department succeeding Mr. 
English. E. K. CORNELIUS succeeds Mr. Long 
as superintendent of gas production. C. D. 
BUCHHOLZ, JR., is superintendent of gas pro- 


Flahive retires from Columbia 


RANCIS B. FLA- 

HIVE, vice-presi- 
dent of the Columbia 
Gas System Service 
Corp., retired Decem- 
ber 1, 1954, after 28 
years of service. He 
was in charge of in- 
surance, pensions and 
motor vehicle opera- 
tions. Arthur W. 
Stewart has been 
named director of 
transportation, anewly 
created title since the 
retirement of Mr. Flahive. 

Born in Boston in 1889, Mr. Flahive joined 
the system in its New York office in 1927. He 
was named assistant treasurer of the former 
Columbia Gas & Electric Corporation in 1928, 





ei 


F. B. Flahive 
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duction at West Conshohocken, Oreland and 
Pottstown. E. F. BERGEY has been named plant 
superintendent of the West Conshohocken gas 
plant. 

E. C. McANincH, formerly Ardmore dis- 
trict vice-president, Oklahoma Natural Gas 
Co., has been promoted to the position of 
Tulsa district vice-president. Mr. McAninch 
succeeds OAKAH L. JONES, who resigned re- 
cently to join Consumers Power Co., Toronto. 
EARLE E. GARRISON, formerly the company’s 
manager at El Reno, succeeds Mr. McAninch 
as district manager at Ardmore. 

C. D. PENDERGRAST has been appointed 
director of publicity for Northern Illinois Gas 
Co., Chicago. 

E. A. HUMESTON, Jr., has been named gen- 
eral superintendent of production and trans- 
portation, Equitable Gas Co., Pittsburgh. He 
joined the company in 1927, will be in charge 
of all production and transportation system 
activities in Pennsylvania and West Virginia. 
Oak H. SHAW succeeds Mr. Humeston as 
superintendent of the company’s Clarksburg 
division. 

IvAN BALL, Peoples Water & Gas Co., 
North Miami, Fla., has been promoted from 


System 


and was elected vice-president of the service 
corporation in 1941. 

Before joining Columbia, Mr. Flahive had 
19 years’ experience with Stone & Webster, 
public utility operators of Boston. He has been 
active in various associations. He has been 
chairman of the Accounting Sections of both 
the American Gas Association and the Edison 
Electric Institute and was awarded the A.G. A. 
Order of Accounting Merit in 1952. He is also 
a member of American Management Associa- 
tion and Controllers Institute. 

Mr. Stewart will be in charge of aircraft 
and motor vehicle operations. His office now 
is in New York City. He formerly was chief 
pilot for the Columbia Gas System, a position 
he took in 1952. Before that he had been ex- 
ecutive pilot for various corporations, and had, 
operated an airport. During World War LI 
he was in the Air Transport Command. 


chief accountant to controller and financial as- 
sistant. 

FRED DETTMAR has been appointed man- 
ager of information services division and 
DALLAS E. FoREMAN has been named super- 
visor of the public information department, 
The Dayton Power and Light Co., Ohio. 

I. W. Dons has been promoted to the post 
of pipeline construction superintendent, Trans- 
continental Gas Pipe Line Corp., Houston. 


MANUFACTURERS 


GorDON HENTZz is now manager of market- 
ing, RCA Estate Appliance Corporation. Mr. 
Hentz has served the Hamilton, Ohio firm 
for seven years, will supervise sales, product 
planning, and merchandising. He succeeds IN- 
woop SMITH, who resigned on October 31. 
THOMAS BARTLEY has been appointed man- 
ager of field promotion. 

Magic Chef, Inc., St. Louis announces the 
resignation of Marc W. PENDER, vice-presi- 
dent in charge of sales. He is succeeded by 
KENNETH D. DUPREE. 

A. W. Gruer, JR., has assumed the position 
of assistant to the president. He will retain his 
duties as market research manager. 


Coulter succeeds Lowe 


EORGE W. COULTER will head up 

Manufacturers Light and Heat Company’s 
business and sales promotion activities in 
1955. He replaces Robert H. Lowe, sales man- 
ager, who resigned January 1st. Mr. Lowe, 
director of gas appliance promotions for 
Ketchum, MacLeod & Grove before joining 
Manufacturers in 1952, has accepted the posi- 
tion of utility representative for Coleman 
Co., Wichita, Kansas. 

Mr. Coulter joined Manufacturers and its 
affiliated Pittsburgh Group Companies at 
Wheeling, W. Va., in 1937. After Air Force 
service in World War II, he was appointed 
sales supervisor at Steubenville, Ohio, and in 
1950 assistant district sales supervisor at Mt. 
Lebanon, Pennsylvania. 

Mr. Lowe is a member of American Gas As- 
sociation and the Pennsylvania Natural Gas 
Men’s Association. 
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fa cesanniar J. PERRY, a charter member of 
Metropolitan (N. Y.) Service Managers 
Council and chairman of the group since its 
founding 23 years ago, was honored at the or- 
ganization’s December meeting by the presen- 
tation of a television set as an informal ex- 
pression of esteem. 

The Council holds monthly meetings where 
service managers from the 26 member utilities 
can bring service problems to the attention of 
their colleagues. Out of these discussions arise 
solutions that might not have been possible 
without the intimate interchange of informa- 
tion and experience that the Council evokes. 

To maintain an air of ease and confidence 
the Council has adopted several measures. For 
one thing, no manufacturer representatives 
are members. Only utility representatives at- 
tend, and no minutes of the discussion are 
kept. No prepared papers are presented. | 

The award to Mr. Perry, who is field man- 
ager, commercial service, The Brooklyn Union 
Gas Co., was a friendly gesture on the part 
of the 58 active participants in the Council in 
appreciation of the part he has played in mak- 
ing the Council an effective aid to its member- 
ship. The presentation was made by Frank J. 
Lowe, chief instructor, customer service de- 
partment, The Brooklyn Union Gas Company. 
Mr. Lowe was acting for Ralph D. Davis, 
shop and meter superintendent, Long Island 


Service council honors T. J. Perry 





Appreciation of 23 years’ activity as chairman 
of Metropolitan Service Managers Council comes 
to Thomas J. Perry (left) in form of television 
set. Frank Lowe makes presentation for members 


Lighting Co., who was unable to be present. 
Mr. Perry is also a member of American 
Gas Association and Society of Gas Operators. 


Trueblood promoted 


T. TRUEBLOOD 

. has been ap- 
pointed to the newly 
created position of 
merchandising man- 
ager, gas range divi- 
sion, Magic Chef, Inc., 
St. Louis. 

Mr. Trueblood was 
formerly sales promo- 
tion manager from 
1949 to 1952. In 1952 
he was made direc- 
tor of advertising and 
promotion, a position 
which he has held until the present time. 

Long active in gas industry affairs, he 
served two terms as chairman of the Domestic 
Gas Range Division of the Gas Appliance 
Manufacturers Association, also serving at the 
same time on the board of directors of that 
association. Last spring he was given the Mer. 
itorious Service Award at the annual GAMA 
convention in recognition of his contribution 
to the gas industry. Currently he is chairman 
of the Promotional Committee of the Domes. 
tic Gas Range Division of GAMA. 

Mr. Trueblood has served and is serving 
on various committees of the American Gas 
Association, and has also been active in the 
Institute of Appliance Manufacturers. 











W. T. Trueblood 






































W. Paul Jones 


former president of 
Servel, Inc., died on 
January 20 in Evans- 
ville, Indiana. Mr. 
Jones, who was 53 
years old, succumbed 
to a heart attack. 
Mr. Jones retired as 


president of Servel 
in September 1954, 
and became vice- 


chairman of the board 
of directors. He re- 
tained his position as 
president of the Kel- 
lett Aircraft Corp., Camden, N. J., manu- 
facturer of military helicopters. 

Mr. Jones was educated at Oakland City 
College, Ind., and started his career as a 
service manager for the Frigidaire Corp., 
Indianapolis. In 1928 he was named pres- 
ident and general manager of the Refrig- 
eration Products Company. 

Mr. Jones first joined Servel in 1929 as 
educational director. He later became ad- 
vertising and sales manager. He was named 
assistant general manager of the commercial 
division in 1933 and left in 1934 to become 


W. Paul Jones 
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executive vice-president of Fairbanks Morse 
Home Appliances Company. He joined Philco 
Corporation in 1939. Before leaving Philco 
ten years later, he had been advanced to the 
post of vice-president in charge of the firm’s 
refrigeration division. In that year, 1949, he 
was named to head the Servel organization. 

Mr. Jones was the inventor and patentee 
of several developments and designs in re- 
frigeration. Active in both American Gas 
Association and Gas Appliance Manufac- 
turers Association, he served on several 
A. G. A. Residential Gas Section commit- 
tees. 

Survivors include his widow and a daugh- 
ter, Mrs. Robert Theis of Pittsburgh. 


James Lorin Richards 


chairman of the board, Boston Consolidated 
Gas Co., and a leading New England financier 
for more than 50 years, died on January 3, five 
days before his 97th birthday. 

Until last September, Mr. Richards was in 
his Boston office every weekday. As a director 
and executive committee member of the Amer- 
ican Sugar Refining Co., he made weekly train 
trips to New York until his 95th birthday. 

Mr. Richards amassed a fortune in the to- 
bacco business and tried to retire at the age of 
42. Many companies called for his services, 
however, and at one time he was the director 
of 33 companies simultaneously. Until 1948, 
he was a director and executive board member 
of New York, New Haven and Hartford Rail- 
road. He had been chairman of the Middlesex 
and Boston Street Railway, which he helped 
to develop at the turn of the century. 
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Surviving are his son, Edwin M. Richards, 
Chestnut Hill, Mass.; a daughter, Mrs. Robert 
J. Leonard, Pelham Manor, N. Y.; and a sis- 
ter, Miss Marion Richards, Springfield, Mass 
There are also nine grandchildren, 26 great 
grandchildren and one great-great grandchild 


Edwin Bronson Heinz 


superintendent of the Bayshore Gas Works, 
Long Island Lighting Co., died on January 5 
after a short illness at the Flower Fifth Avenue 
Hospital, New York. He was 48 years old. 

Mr. Heinz had served the company sinc 
1927, and had been plant superintendent of 
the Hempstead Works before assuming his 
position in Bayshore. He was a graduate of 
Pratt Institute, Brooklyn, New York. 

Mr. Heinz was active in American Gas As 
sociation Operating Section activities. He 1s 
survived by his wife, Estelle and daughter 
Donna Lee. 


Frank Lemke 


former member of the board of directors, 
American Gas Association, died on Janu- 
ary 4. Mr. Lemke had served as secretary 
and treasurer of The Humphrey Company. 
When this organization was taken over by 
the Ruud Manufacturing Co., he became 
manager of The Humphrey Company Di 
vision. 


C. L. Philips 


Kastanjelaan, 16, Berg en Dal, Nether 
lands, a member of the council, Intern 
tional Gas Union, died on December 9. 
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Gas Companies 


Cottage Grove Gas Co., Cottage Grove, 
Ore. (S. Paul Radtke, Pres.) 


Associate Members 


Bishop Publishing Co., Chicago, Ill. (Glenn 
A. Bishop, Pres.) 

Harrington, Marsh & Wagner, Amarillo, 
Tex. (D. D. Harrington, Partner) 


Manufacturer Companies 


Carbomatic Corp., Freeport, N. Y. (A. A. 
Hurley) 

Chem-Therm Manufacturing Co., Monro- 
via, Calif. (Max C. Thompson, Pres. & 
Gen. Mgr.) 

Corporacion Nacional Distribuidora S. A., 
Planta Kelvinator, Santa Clara, Mexico 
(H. M. Orozco, Plant Mgr.) 

Delher, S. A., Bucareli y Prim, Mexico 
(Arturo Delgado, Gen. Mgr.) 

Duo-Flash Co., San _ Francisco, 
(W. W. Carver, Gen. Mgr.) 

Krispy Kreme Doughnut Corp., Winston- 
Salem, N. C.(Frederick H. Ponisk, Mer., 
Equipment Dept.) 

Products Inc., Cleveland, 
Ohio (John R. Wierdsma, Pres.) 

Penn Boiler & Burner Manufacturing Corp., 
Lancaster, Pa. (Albert Morrison, Jr., 
Pres.) 

The Stiglitz Corp., Inc., 
(E. N. Stiglitz, Pres.) 


Calif. 


Louisville, Ky. 


Individual Members 


L. E. Achterberg, Northern Natural Gas 
Co., Omaha, Neb. 

John S. Adams, Northern Natural Gas Co., 
Omaha, Neb. 

Elmer G. Ames, Pacific Gas & Electric Co., 
Marysville, Calif. 

R. E. Anderson, Southern California Gas 
Co., Burbank, Calif. 

W. J. Arundel, Southern California Gas 
Co., Los Angeles, Calif. 

Charles G. Barndt, Lone Star Gas Co., 
Dallas, Texas. 

James S. Barry, Worcester Gas Light Co., 
Worcester, Mass. 

J. M. Barton, Northern Natural Gas Pro- 
ducing Co., Omaha, Neb. 

Gilbert N. Bell, The Sprague Meter Co., 
Bridgeport, Conn. 

Helen M. Bickford, Southern California 
Gas Co., Glendale, Calif. 

D. C. Brandeau, Southern California Gas 
Co., Rivera, Calif. 

Alfred S. Briggs, Jr., Philadelphia Electric 
Co., Penndel, Pa. 

William J. Brooksbank, Consolidated Gas 
— Light & Power Co., Baltimore, 


J. W. Burke, Burke Engineering Co., Los 
Angeles, Calif. 

Lou W. Butler, Southern California Gas 
Co., Los Angeles, Calif. 
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Charles $. Coates, Trans-Canada Pipe Lines 
Ltd., Calgary, Alta. 

John W. Cowan, Ace Engineering Co., Chi- 
cago, Ill. 

Calvin H. Criley, Southern California Gas 
Co., Glendale, Calif. 

Vernon Damm, Seattle Gas Co., Seattle, 
Wash. 

Charles C. Diggs, Consolidated Gas Elec- 
tric Light & Power Co., Baltimore, Md. 

Merle E. Fields, Southern California Gas 
Co., Los Angeles, Calif. 

George A. Ford, The Connecticut Light & 
Power Co., Hartford, Conn. 

L. B. Fugitt, Northern Natural Gas Produc- 
ing Co., Wichita, Kan. 

F. Gagne, Northern Natural 
Omaha, Neb. 

Chester L. Gillum, Dayton Power & Light 
Co., Dayton, Ohio 

Paul R. Goodholm, Southern California Gas 
Co., Van Nuys, Calif. 

John C. Grey, Jr., Northern Ontario Natu- 
ral Gas Co., Ltd., Toronto, Ont. 

G. C. Grundstrom, Southern California Gas 
Co., Los Angeles, Calif. 

H. E. Hale, Honolulu Gas Co., Ltd., Hon- 
olulu, T. H. 

B. R. Haley, Affiliated Gas Equipment, Inc., 
Monrovia, Calif. . 

Wayne C. Hall, Southern California Gas 
Co., Alhambra, Calif. 

Wayne Hansen, Mountain Fuel Supply Co., 
Salt Lake City, Utah 

Armond J. Harris, Northern Natural Gas 
Co., Omaha, Neb. 

Nelson W. Hartleben, Southern California 
Gas Co., Los Angeles, Calif. 

Robert L. Hennessey, Southern California 
Gas Co., Whittier, Calif. 

E. D. Herron, Owens-Corning Fiberglas 
Corp., Santa Clara, Calif. 

R. S. Hewitt, Southern California Gas Co., 
Los Angeles, Calif. 

F. R. Hickman, Mountain Fuel Supply Co., 
Salt Lake City, Utah 

C. K. Holland, Robertshaw-Fulton Controls 
Co., Lynwood, Calif. 

Lawton C. Hughes, Pacific Gas & Electric 
Co., San Francisco, Calif. 

Donald E. Hutchinson, National Tube Div., 
U. S. Steel Corp., Philadelphia, Pa. 

G. G. Jackson, Southern California Gas 
Co., Temple City, Calif. 

James C. Jefferson, Northwestern Utilities, 
Ltd., Edmonton, Alta. 

Walter T. Johnson, Jr., Southern California 
Gas Co., Arcadia, Calif. 

R. E. Jones, Northern Natural Gas Co., 
Omaha, Neb. 

John C. Kania, Carlisle Machine Works, 
Millville, N. J. 

B. Z. Kastler, Jr., Mountain Fuel Supply 
Co., Salt Lake City, Utah 

Thomas R. Keiller, Public Service Electric 
& Gas Co., Newark, N. J. 

E. P. Kerr, Northern Natural Gas Produc- 
ing Co., Midland, Texas. 

J. M. Kilcourse, Southern California Gas 
Co., Montebello, Calif. 

Sidney Koppelman, Standard Pipe & Sup- 
ply Co., Inc., Philadelphia, Pa. 

Alexander S. Lacy, Alabama Gas Corp., 
Birmingham, Ala. F 

D. H. Langenfeld, Northern Natural Gas 
Co., Omaha, Neb. 


Gas Co., 


Edward W. Lighton, The Greenwich Gas 
Co., Greenwich, Conn. 

A. H. Lohr, Pacific Gas & Electric Co., 
Bakersfield, Calif. 

Donald E. Lowe, Southern California Gas 
Co., Alhambra, Calif. 

Walter T. Lucking, Arizona Public Service 
Co., Phoenix, Ariz. 

E. E. Marshall, Northern Natural Gas Pro- 
ducing Co., Denver, Colo. 

P,. T. McDonough, Northern Natural Gas 
Co., Omaha, Neb. 

Edward A. McGinness, Public Service Elec- 
tric & Gas Co., Jersey City, N. J. 

James F. McGrew, Southern California Gas 
Co., Monrovia, Calif. 

Duncan C. Menzies, Servel, Inc., Evansville, 
Ind. 

John E. Moore, Southern California Gas 
Co., El Centro, Calif. 

I. M. Moulton,- Southern California Gas 
Co., Temple City, Calif. 

John Newlands, Northern Natural Gas Co., 
Omaha, Neb. 

Gordon H. Oury, Affiliated Gas Equipment, 
Inc., Monrovia, Calif. 

Richard H. Pierce, San Diego Gas & Elec- 
tric Co., San Diego, Calif. 

Harvey H. Plank, Delaware Power & Light 
Co., Wilmington, Del. 

Earl G. Playford, Columbia Gas System 
Service Corp., New York, N. Y. 

H. B. Roberts, Northern Natural Gas Co., 
Omaha, Neb. 

Kenneth E. Robin, Pacific Gas & Electric 
Co., San Rafael, Calif. 

P. H. Rockstroh, Southern California Gas 
Co., Pacific Palisades, Calif. 

E. B. Roudebush, Northern Natural Gas 
Producing Co., Omaha, Neb. 

H. M. Sampson, Northern Natural Gas 
Co., Omaha, Neb. 

C. Gilbert Scheel, Southern California Gas 
Co., Los Angeles, Calif. 

W. H. Seaman, Southern California Edison 
Co., Los Angeles, Calif. 

Gordon Severa, Northern Natural Gas Co., 
Omaha, Neb. 

Vian B. Silliman, The United Gas Improve- 
ment Co., Philadelphia, Pa. 

Edward H. Smith, Southern California Gas 
Co., Lynwood, Calif. 

G. E. Stahl, Northern Natural Gas Co., 
Omaha, Neb. 

Jack Stahl, Mountain Fuel Supply Co., Salt 
Lake City, Utah 

A. T. Steinbacher, Northern Natural Gas 
Producing Co., South Omaha, Neb. 

Earl A. Stockwell, Southern California Gas 
Co., Los Angeles, Calif. 

William W. Timmis, Jr., Dravo Corp., At- 
lanta, Ga. 

Spalding Trafton, Jr., Southern California 
Gas Co., Los Angeles, Calif. 

G. L. Tribble, Northern Natural Gas Co., 
Omaha, Neb. 

J. R. Turner, Robertshaw-Fulton Controls 
Co., Lynwood, Calif. 

Joseph Wall, James B. Clow & Sons, Los 
Angeles, Calif. 

William R. Wise, Public Utilities Com- 
mission, Greenwood, S. C. 

John H. Woy, San Diego Gas & Electric 
Co., San Diego, Calif. 

Charles J. Yost, Barrett & Yost, Seattle, 
Wash. 
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Old Stove Round-Up 


(Continued from page 30) 


purchased a new Moffat automatic gas 
range through Mel Garside, Sarnia 
district salesman for Union Gas. 

Winner of the lucky draw, made 
from all sales cards turned in during 
the campaign, was Lincoln Field, Lon- 
don, Ontario. Mr. Field purchased a 
new Beach automatic gas range from 
J. Reed of Reed Appliances, London, 
Ontario. 

Tops among dealer salesmen partic- 
ipating in the campaign was A. Gins- 
berg of London Furniture Company, 
London, who sold 28 new gas ranges. 
Other district leaders were: Yale 
Lopatin, Royal Furniture Company, 
Windsor, with 18 ranges; Larry Gluck- 
stein, Chatham Furniture Company, 
Chatham, 13 ranges; and F. Dooks, 
Keelans Limited, Sarnia, 12 ranges. A 
prize of $25 was presented to each 
of these men, in recognition of their 
efforts. 

The campaign was promoted through 
newspaper advertisements, radio an- 
nouncements, outdoor posters, west- 
ern-style “covered” wagon which pa- 
raded through the streets of the major 
cities, cooking schools, dealer meetings 
and bulletins, and window and show- 
room displays. 

Makes of ranges sold during the 
campaign included: Moffat, Gurney, 
Beach Clare Jewell, A. B., McClary, 
Welbilt, Findlay, Magic Chef, Auto- 
crat, Sunray, Norge, Florence, Detroit 
Jewell, Universal, Economy, Preway, 
Eureka, Tappan, Enterprise, Vaughn 
and Coranada. 

Union Gas Company of Canada Lim- 
ited is a natural gas company serving 
more than 86,000 customers in south- 
western Ontario, in the area from 
Windsor to London and from Sarnia 
to Lake Erie. 


Lone Star Gas Company 
“Every employee a salesman.” 
An alert, hard-driving sales force. 
A brilliantly-conceived and well-di- 





rected $100,000-plus advertising cam- 
paign. 

A carefully-planned dealer assistance 
program built within a framework of 
complete sincerity and cooperative ef- 
fort. 

A superior product and confidence 
in that product. 

These were the five ingredients 
of success in Lone Star Gas Com- 
pany’s record-breaking 1954 Old Stove 
Round-Up sales campaign. 

The results? Company employees 
were given a quota of 2,574 ranges. 
They sold 3,245! That's 671 units over 
quota. 

And dealer sales? Well, every dealer 


‘polled painted a picture of booming 


sales. Many stated that they had es- 
tablished new sales records. Although 
an exact count of these sales is unavail- 
able, it is estimated that dealers op- 
erating in Lone Star's 427 cities, towns 
and communities sold more than 17,000 
gas ranges during the campaign! 

Lone Star Senior Vice-President 
Chester L. May's slogan, “Every em- 
ployee a salesman,” had real meaning 
during this campaign. Company sales- 
men performed with outstanding suc- 
cess, as was expected of them. Addi- 
tionally, however, enthusiasm waxed 
high among employees of other depart- 
ments. Examples: 

A janitor in one district office sold 
four ranges during the first week of 
the campaign! A cashier in another of- 
fice sold three ranges in a single week 
while performing her duties as cashier. 
A sub-district manager in a small dis- 
trict and two utility men in another 
sold 16 ranges each during the initial 
two weeks. 

The company’s advertising and pro- 
motional campaign was comprised of a 
series of display advertisements, radio 
and television spots and many dealer 
aids, including rocket balloons, pre- 
mier-showing postcards, “‘automatic- 
plus” recipe booklets, visual sales aid 
booklets and a pamphlet, “How to Sell 
a Gas Range.” 

Other dealer aids, which were free, 


Adams starts conversion and service company 


C. ADAMS, until recently vice-president 

. of John Shriver Gas Conversions, has re- 

signed to enter the conversion and gas service 

business with headquarters in El Cajon, Cali- 
fornia. 

Prior to joining John Shriver Gas Conver- 
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sions in 1950, Mr. Adams was connected with 
Conversions and Surveys, Inc., from 1946 and 
played an important role in the conversion to 
natural gas of such cities as Rockford, IIl., 
Washington, D. C., and Baltimore, Md., and 
the Long Island Lighting Company's system. 
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included a _ three-dimensional fog, 
color back-of-the-range piece, kleep. 
stick rockets pointing to features of 
gas ranges, a kleen-stick '55 automatic. 
plus seal, large floor or window Posters 
and counter cards. 

Dealers used 29,000 rocket ballooas, 
15,300 premier-showing cards, 17,099 
recipe booklets and 1,600 copies of the 
sales visualizer, ‘How to Sell a Gas 
Range.” They also made liberal and 
extensive use of all window display 
material. i 

A line folder featuring ranges sold § n 
by Lone Star and the advantages of # oo 
flame cooking was found to be e. 
tremely effective. k 

The campaign was kicked off witha 1 
series of 18 dealer breakfasts and 
luncheons, held at various key points J y 
over the system. Attendance, in most 
instances, was excellent. A feature was 
a 35-minute playlet, “Strangers in Par- f 
adise,”’ a fast-moving, three-player pres. 
entation of Lone Star’s extensive pro- 










gram of support to dealers. a 
P 

Newspapers cooperate a 
Forty-six mewspapers over Lone ; 


Star’s system ran special four to 12. 
page range sections, using editorial 
and display advertising material fur 
nished by the company’s advertising § ( 
department. 

A window display contest attracted 
wide interest, with 151 entries. First, § V 
second and third place winners re § s 
ceived cash prizes of $200, $100 and 
$50, respectively. ( 

The company’s employee magazine, § it 
with a circulation of 6,000, added its § § 
pulling power to the record-breaking § d 
campaign with the publication of a 24 § . 
page special edition for October. In- 
cluded in its pages was a double-truck ( 
center spread featuring nine of the 
most popular models of the company’s 
line of gas ranges. The spread was 
built around an “extra special” em- 
ployee discount offered during Old 
Stove Round-Up. 

Other pages carried, in addition to 5 
current news, special sales stories, gas 
range testimonials and pictures of cus : 
tomer users, product information on 
the latest automatic gas range features, 
and campaign information. Carrying 
out the 55 Automatic-Plus theme, fed 
rockets were overprinted in color on 
key pages. ' 

There it is, with the exception of P 
another mention of quality and confit § © 
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dence. The quality of gas ranges sold 
by virtually all manufacturers, thanks 
to forward-looking managements and 
the fine work accomplished by Ameti- 
can Gas Association Laboratories ex- 

tts, has been constantly improved. 
Dealer and Lone Star salesmen and 









other employees, resultingly, entered 
into the spirit of the campaign with 
the thought “Ours are the best ranges 
on the market.” 

The final result: more than 20,245 
ranges sold during the campaign. 





— 


Honor H. Carl Wolf 


(Continued from page 10) 


ing Committee. He also served as chair- 
man of the A. G. A. Industrial and Com- 
mercial Gas Section. 

Mr. Wolf has long been noted for 
his devotion to public and civic service. 
This has been marked by his service with 
the American Peace Commission, after 
World War I, and by the service he 
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rendered as regional chairman of the 
Committee for Economic Development 
for the Sixth Federal Reserve District. 
He is currently a trustee of CED. Mr. 
Wolf was a member of the Advisory 
Committee at Columbia University Util- 
ity Management Workshop. He traveled 
throughout Europe as the ambassador of 
the American gas industry visiting mem- 
bers of the International Gas Union. He 
was awarded a citation for his active 
participation in civic affairs in Atlanta. 


MARCH 


7-9 *Mid-West 
Paul, Minn. 

7-11 *National Association of Corrosion 
Engineers, Chicago, Ill. 

21-23 °A. G. A. General Management 
Section, Spring Conference, Cincin- 
nati, Ohio 

24-25 *New England Gas Association, 
Annual Meeting, Boston, Mass. 

94-25 *Oklahoma Utilities Association, 
annual meeting, Tulsa, Okla. 


APRIL 


Gas Association, St 





Facts and Figures 


(Continued from page 13) 


ago and up slightly from the 129 re- 
ported for November 1954. The con- 
tinuing boom in housebuilding resulted 
in December housing starts totaling 91,- 
000 units, an increase of 38.3 percent 
over December of 1953. 















12-14 *A. G. A. Sales Conference on In- 
dustrial and Commercial Gas, Ho- 
tel Statler, Boston, Mass. 

14 «GAMA Sixth Annual Automatic 
Gas Range Conference, Hotel Pierre, 
New York, N. Y. 

12-15 °A. G. A. Distribution, Motor Ve- 
hicles and Corrosion Conference, 
Cincinnati, Ohio 

18-19 °A. G. A. Residential Gas Section, 

Eastern Natural Gas Regional Sales 

Conference, Hotel William Penn, 

Pittsburgh, Pa. 

¢eSouthwestern Gas Measurement 


Gas utility and pipeline sales to ulti- 
mate consumers during November were 
up 9.7 percent, rising from 4.8 billion 
therms in November 1953 to the current 
5.3 billion therms. Natural gas sales rep- 
resent approximately 95 percent of the 
total sales. The Association’s November 
index of total gas utility sales is 195.7 


1947-1949 = 100). 
( ahs ) 19-21 





General Management___ 


(Continued from page 13) 


Webster, will talk on the value of gas 
service. 

R. S. Gillespie, Indemnity Insurance 
(., will discuss excess liability at an 
insurance meeting led by Robert T. 
Sprague, Cities Service Petroleum, Inc., 
chairman of the Insurance Committee. 


Short Course, University of Okla- 
homa, Norman, Okla. 

20-22 *Indiana Gas Association, Annual 
Meeting, French Lick, Ind. 

25-27 *Mid-West Regional Gas Sales Con- 
ference, Edgewater Beach Hotel, 
Chicago, Ill. 

25-27 National Conference of Electric 
and Gas Utility Accountants, Con- 
rad Hilton Hetel, Chicago, III. 

27-28 °A. G. A. Research and Utilization 
Conference, Hotel Statler, Cleve- 
land, Ohio 


MAY 













Robert H. Brandow, Stone & Webster, 
will lead a discussion on the above sub- 
ject. 

Elmer L. Ramsey, Laclede Gas Com- 
pany, is arranging a program for the 
Personnel Committee which he heads. 
Gordon C. Griswold, The Brooklyn 
Union Gas Co., chairman of the Com- 
mittee on Economics, is planning a pro- 
gram in this field. 





Operating 
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aptogram for overhauling district regu- 
lators; and a panel on work organization 
for construction and maintenance work. 
The Metering Subcommittee will also 
sponsor a Wednesday Luncheon Con- 
ference to consider the meterman’s re- 
sponsibility to the gas industry; progress 
teport of a task committee on standardi- 
zation of meter purchase specifications ; 
why the competition in meter capacities; 
leather-synthetic diaphrams; and “‘snap- 
on’ versus “‘lay-on” backs and fronts. 
Because of the increasing importance 
to the industry of plastic piping, Fri- 
tay afternoon has been reserved for an 
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1-4 *LPGA Annual Convention, Con- 
: _ db rad Hilton Hotel, Chicago, Ill. 
open session on Pp astics, sponsore y 2-4 *U. S. Chamber of Commerce, An- 


the Subcommittee on Plastic Pipe Stand- nual Meeting, Washington, D. C. 

; Publi ‘ ' 2-6 °A..G. A. Industrial Gas School, 
acds, Joke Fagsasi, Pubic Secviet Coun William Penn Hotel, Pittsburgh, Pa. 
pany of Colorado, and vice-chairman of 9-10 °A. G. A. Gas Supply, Transmission 
the subcommittee, will preside. The ses- and Stotage Mace gg William 

: : + tgs Penn Hotel. Pittsburgh, Pa. 
sion will hear reports on the activities of 9:13 “National Resteacant Exposition, 
the subcommittee and of the work of Navy Pier, Chicago, Ill. (A. G. A. 
The Society of the Plastics Industry in iia posto «4 ee NE 

: : . ee -13 °Public Utilities vertising Asso- 
attempting to develop plastic papeng ciation, Sheraton Hotel, Chicago, III. 
standards. 16-18 *Southern Gas Association, New 

A panel, consisting of two plastic Orleans, La. 

P 8 : P 17-19 *Pennsylvania Gas Association, Po- 
manufacturer representatives and two cono Manor Inn, Pocono Manor, Pa. 
representatives of gas companies which 23-24 °A. G. A. Residential Gas Section 
use plastics extensively, will discuss lat- 
est developments in this field. An ex- 
hibit will also be presented on typical 
present-day plastic pipe fittings and their’ 


New York-New Jersey Regional 
Gas Sales Conference, Hotel Com- 
(Continued on next page) 


modore, New York, N. Y. 

23-25 *A. G. A. Chemical, Engineering 
and Manufactured Gas Production 
Conference, Hotel New Yorker, 
New York, N. Y. 


ersonnel service 





SERVICES OFFERED 


Financial-Accounting Executive—experienced in 
electric, gas, water, telephone utilities, seeks 
assignment as controller, treasurer or budget 
director. Skilled administrator, keen analyst. 
Thorough knowledge modern accounting tech- 
niques, IBM, auditing, finance, costs controls, 
budgets, systems and procedures, credits, in- 
surance, taxes, pensions, government contacts. 
Harvard trained—business administration, ac- 
counting, financing, statistics, law. Can relo- 
cate, U.S. or abroad; knowledge languages. 
Available immediately. 1788. 

Public Utility Engineer—capable of planning 
and supervising preparation of rate and regu- 
latory matters under management direction. 
Can personally testify before commissions and 
assist management in utility operations. Have 
comprehensive knowledge of public utility re- 
quirements and experience in processing mat- 
ters before commissions and public bodies. 
Experienced in assistant to top management, 
consultation, contract negotiation and admin- 
istration. 1800. 


POSITIONS OPEN 


Home Service Director—degree in Home Eco- 
nomics required. Some experience in gas util- 
ity work desirable. Presently, one-girl depart- 


ment in Pacific Northwest manufactured gas 
company. Excellent opportunities for expan- 
sion as a natural gas conversion is anticipated 
very soon. Give full details in first letter as to 
education, experience, marital status and sal- 
ary expected. 0752. 


Engineer—manufacturer of gas boilers requires 
competent engineer with managerial skill for 
development production and field service. Po- 
sition offers responsibility, permanency and 
salary commensurate with ability and experi- 
ence. Pleasant location in New York Metro- 
politan area. 0753. 


Assistant Vice-President, Operations—headquar- 
ters in New England. Must be thoroughly fa- 
miliar with public utility field, including op- 
erations. To evaluate operating methods; 
handle preliminary development of construc- 
tion and operating budgets; help analyze rates, 
new rate studies, and act as witness in prepa- 
ration of rate cases for public utility commis- 
sions; handle labor contracts and negotiations. 
Age: 32-38. Salary: to $10,000. 0754. 


General Manager—required for a rapidly expand- 
ing electrical utility and_ an extensive gas 
utility in the province of Saskatchewan, Can- 
ada. State fully background and experience 
including previous training in and knowledge 
of electrical and gas utilities and industrial 
and public relations. State salary expected 
and date available. 55. 


Plant Manager—capable of taking charge 
eration of small plant manufacturing 
and heating equipment. Must know plant 
gineering, labor relations, scheduling, ig 
trial engineering, tools, dies and machit 
Engineering degree and some sales exp 
in heating is desirable. Permanent pg 
with constantly increasing potential with 
rated company. Submit details about self; 
past experience and salary expected. 


Home Economist—for permanent home 
osition in Midwestern natural gas 
esire lady with pleasing personality, 

age 25-38 and home economics teaching, 
onstration or sales experience. Good 
opportunity for advancement, insurance, 
vacation and other benefits. State qu 
tions, age, enclose picture. 


Gas Sales Engineer—semi-utility propane 
truck operation switching over to natu 
in several communities, averaging 3,00 
lation. Company located in the northe 
of Red River Valley on the Minnesota: 
Salary depends upon experience in bull 
natural gas load in small towns. Salary# 
from $600 to $800. 0758. a 

Test and Development Engineer—exceptio 
ortunity for experienced test engineer 
| national manufacturer of domestiey 
heating equipment. Duties involve product 
velopment and testing. Several years’ © 

ence and thorough knowledge of A. G. A: 


ing procedures required. 
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installation, prepared by gas company 
members of the subcommittee, who will 
explain and describe their displays. 

The Cincinnati Gas and Electric Co., 
host company during the Conference, 
will open its facilities to inspection by 
delegates. Trips will be arranged to visit 
the company’s new down-town garage; 


electric load dispatching center; service 
building, meter shop and garage; East 
End gas plant; and three electric power 
generating stations. 

An entertainment program is being 
arranged for the ladies who will accom- 
pany the delegates to the Conference, in- 
cluding a brunch and style show at Shil- 
lito’s Department Store, one of the most 
progressive and modern in the United 
States. 


The final details of the Conferet 
are now being worked out by the pi 
gram committee. An advance progr 
will be sent to all registered memb 
of the Section six or eight weeks in 
vance, as well as advance registrat 
forms and hotel reservation cards. P 
ing receipt of this material, all operat 
personnel would do well to make th 
plans immediately to attend one off 
Section’s most important conferences: 





Industrial relations 


(Continued from page 18) 


“The evidence indicates that in nearby 
plants drawing from the same general labor 
market initiation fees ranged from none to 
a $15 fee for journeymen. . . . The com- 
pany asserts that the increase in the fee 
would interfere with its effort to recruit 
new employees because nearby plants draw- 
ing from the same labor supply either have 
no initiation fees—being unorganized or 
non-union shop—or, where under union 
shop, have much lower fees. The company 
did not submit evidence proving that its 
hiring had been hampered. The company 
did not assert that the union had a dis- 
criminatory purpose in raising its fee or 
that the increase would penalize any em- 
ployees for failure to join the union ear- 
lier.” (Administrative decision of NLRB 
General Counsel. Case No. 1088. Made 
public December 16, 1954.) 


@ Arbitration decisions—Company loses 
grievance charging initiation fee hike vi- 
olates contract—A union may raise its ini- 
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tiation and reinstatement fees to five times 
the former amount during the life of a 
union-shop agreement with a_ check-off 
clause, according to Arbiter Thomas Hol- 
land, and the company must check off the 
new sum. The Engineering and Research 
Corporation brought this grievance against 
Local 1140 of AFL’s Machinists. The ar- 
biter was appointed by the Federal Media- 
tion and Conciliation Service to unravel 
the dispute. 

About five months after the parties signed 
a two-year contract, the local voted to raise 
its initiation fee from $5 to $25. The com- 
pany protested this move, first before the 
NLRB as indicated in the above case, and 
later before Arbiter Holland. In both places, 
management's arguments were roughly the 
same. 

The arbiter in the present award sees 
nothing in the company’s claim which 
wasn’t dealt with before the Board. Hol- 
land thinks there is no basis for relying on 
oral promises during contract negotiations, 
so he throws out the part of management's 
argument which rests on the promise of a 
$10 limit to the fee. 

Since the Labor Board thought the new 


fee proper, Holland accepts that findin 
His award is that the union didn’t viol 
the contract by raising its fee from $5 
$25. 3 


Post Office failure to deliver recall) 
tice—Failing to answer a_ recall me 
mailed to his home, an employee on layt 
was discharged when he did not repo 
within the specified time limit. A few @ 
later, the worker showed up at the pil 
with the letter, claiming that it had 
been delivered at his home and that 
had picked it up at the Post Office. 
employee challenged his discharge, argu 
that it was the Post Office’s fault and 
his own that he didn’t report on tif 
However, his request for reinstatement W 
denied. E 

In the Levinson Steel Award, this we 
er’s failure to return to work within 
specified time limit was not due to his Wi 
ful failure to answer a recall notice ® 
the failure of the Post Office to deliver 
to him. Therefore, the worker should 
be penalized for a situation that was b 
his control. 
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